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Medium Size 


Laverbilt “B” Battery No. 
inches 
15 volts. 


185. 3', 


Ereready 


thick. 186. 


4 


thick. 


The original Ereready 
Layerbilt “B” Battery No. 


7/16 inches 
15 volts. 


EVEREADY LAYERBILTS 


GIVE 252 TO 302 LONGER SERVICE, YET 


cOsT YOu 


; ONLY A FEW CENTS MORE 


IF YOU have been buying the Medium 
Size Eveready “B” Battery No. 772, 
at $2.75, add only 20 cents to what 
you have been paying, and get the 
Medium Size Eveready Layerbilt “B” 
Battery No. 485. For these few extra 
cents you get a genuine Eveready 
Laverbilt, made of flat cells. It will 
last 25% longer than the evlindrieal 
cell battery of the same size. 

If you have been using the cylin- 
drical cell Heavy Duty Eveready “B”’ 
Battery No. 770, at $4, next time add 
just 25 cents to its price. and ge 
Eveready Layverbilt “BY 


186. This 


Is 


Eveready Layerbilt. the longest last- 
ing, most economical and convenient 
It contains much 
more active materials than the cylin- 
drical cell Eveready of the same size, 
and lasts 300% longer. 


of all Evereadys. 


It is possible to pack more active 
materials inside an Eveready Layer- 
bilt beeause it is built of flat cells. 
These pack together tightly. oceupy- 
nside the bat- 


ing all available 
tery case 


is why it lasts so much longer. Next 
time you buy ““B” batteries, get Ever- 
eady Layerbilts. 

Layerbilt construction is a_ pat- 
ented Eveready feature. Only Ever- 
eady makes Layerbilt batteries. 
National Carbon Co., Inc., New York, 
San Franciseo. [#8 Unit of Union 


Carbide and Carbon Corporation. 





Tvespay Ment is Everetapy Hour Nicut—East 
of the Rockies, 9 P. M. Eastern Standard Time, 
through WEAF and associated N. B, C. stations. 
On the Pacific Coast, 8 P. M. Pacifie Standard 

ee. through N. B. C. Pacific Coast network. 
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This is the Eveready Layerbilt story be- 


ing told to radio users during January 


in national magazines and farm papers 
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OU will notice that Tue Jos- 


, S ore- 
Extensive Use of Photographs Builds Big Business for Whole- sae gad ps peg mol 
saler—By Frank H. Williams : F : this year. Not that the one previously 
This Radio Wholesaler Has Stimulated His Sales Materi- wenn Was getting frayed around the 
ally by Exploiting “Human Interest” Photographs Con- edges, but to stand still is to decay, 
taining the Merchandise He is Selling. and as styles in magazines change 
just as styles do in merchandise, it 
was felt necessary to change the 


make-up to some extent. 
* * * 


Looking Ahead to 1950 
A Resume of the Predictions Made by Prominent Whole- 
salers During 1928. ; 
It is hoped that you find in the 
change an improvement, because, 
An Hour at Your Sales Conference after all, it is the reader who must 
The New Year is Generally Opened up with a Sales Con- be pleased, rather than the artist or 
ference. Many Wholesalers Have Set Aside a “Jobber’s the editor. 


Salesman’s Hour” for a Discussion of Their Problems. Tas 


With the change is introduced an 
The Man with the Hoe—By Dr. Frank Crane effort to drive home the arguments 
The Growth of Human Progress Demands Two Classes and sales ideas by ee 
of People. They Are Those Who Sow and Those Who —profuse illustrations, oe 
Hoe. 4 however, so that over-emphasis” is 
not given to any photograph to ac- 
Men You Should Know—J. P. Coghlin complish a good “layout” rather than 
a a good thought. 

* * * 
Editorial Comment Our “Letters to the Editor” de- 
Market for Electrical Supplies partment is open to all for criticisms 
and comments in this and succeeding 
News from the Wholesale Field issues. If you like it, say so, if you 
do not like it, say so, and whatever 
Radio Editorial—Peter Sampson. . your opinion, we will be glad to 

Bia Dai sara isaioee ate weewatam a's see print it. 

*~ * * 
en oe ae ee ale ews And with that off our chest, we 
Manufacturers’ News take this occasion to wish one and all 
a Happy and Prosperous New Year. 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


“This year I’ll get more 


“A real jobbing house bu S ine S S , 


proposition”’ 


You, too, can say the same 
thing, and—what is more im- 
portant—make it come true! 


Add € Ponelboards to your 
selling efforts. Sell the panel- 
board that is carried in jobber’s 
stock. We give complete jobber 
co-operation. We notify your 
trade of your stock of & Panel- 
boards. We create sales for you 
by direct mail and _ national 
advertising to architects and 
electrical contractors. 


Show this page to your sales 
manager. Ask him to write for 
our jobbers’ proposition. No 
obligations. No red tape. Just a 
sound merchandising plan that 
will build sales and profits for you! 


Pabde dh ababibaeed 
PERPPHEPETETEGES 





Write Today! Get the 
@ Catalog—it’s FREE 


Frank Adam 


ELECTRIC COMPANY 
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Cincinnati, Ohio New Orleans, La. Montreal, Quebec 
Dallas, Tex. New York City Toronto, Ontario 
Denver, Colo. Omaha, Nebr. Vancouver, B. C. 
Detroit, Mich. Philadelphia, Pa. Walkerville, Ontario 
Jacksonville, Fla. Pittsburgh, Pa. Winnipeg, Man. 
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Brown and Hall Supply Company 


Fred A. Wiebe, Vice-President 


Norman Brown, President 


HE Brown and Hall Sup- 

ply Co., St. Louis, Mo., was 

organized by Norman S. 
(Cap) Brown, in 1913. That was 
away back when territories were 
large and = sales forces small. 
Brown himself was one of three 
salesmen for his company, and 
they went practically everywhere 
in search of business. 


Today, with over five times the 
force, the company has concen- 
trated territories until a radius of 
150 miles would almost cover the 
feld. Lighting equipment and 
incandescent lamps formed a 
large part of Brown & Hall’s 
early business, and the establish- 
ment was at first just part of an 
office. The business grew, how- 
ever and the firm finally moved, 
after the war, to the present 


spacious quarters at 1504 Pine 
street. 

Norman Brown, president, and 
Fred A. Wiebe, vice-president 
and sales manager, both believe 
in advertising freely and in con- 
centrating on important and ex- 
clusive lines, selling most of the 
output to contractors and deal- 
ers. The executives attribute 
much of the company’s success to 
the assistance given these dealers 
by all of the 15 salesmen. Radio 
is a big thing with Brown & Hall 
and the list shows they have 
about 600 Atwater-Kent dealers. 


In addition to Messrs. Brown 
and Wiebe, the firm includes Gil- 
bert E. Semple, secretary-treas- 
urer, Forrest Brewington and 
Albert Brown. 
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The Safe Armored Cable 
and Flexible 
Steel Conduit 
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The heavy-duty 
Portable Cord 
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This Matter ot Cash 


Discounts 


If any Action is to be Taken on the Abuse of Cash Discounts, the New 
Year is a Good Time to Begin Constructive Work on It. 


[ie is considerable discontent in the wholesale 
industry over the abuse of cash discounts. And, 
the New Year seems a most opportune time to 
give some consideration to this problem. 

The Denver electrical wholesalers have had before them 
the subject of terms of invoices. The practice there at 
present is to give 1%, 2%, and 5% discounts according 
to merchandise bought, 10 days from date 
Some, on the other hand are allowing the cash discount 
twice a month, while others are granting it in 30 to 60 
days. Certainly such a variation is getting a long way 
from the original purpose and intent of a cash discount. 

THE JoBBer’s SALESMAN has been requested to act as 
a clearing house for opinions on this subject, and as a 


of invoice. 


consequence send out a questionnaire containing the fol- 
lowing question: Is there a variation of allowances on 
cash discounts in your territory; Would you be in favor 
of one cash discount; Would such a method appeal to 
your customers or would you anticipate difficulties with 
it, and what, in general, is your opinion on the matter of 
cash discounts on electrical supplies, wiring devices, etc., 
to contractor dealers and power stations? 

Below is given the replies to this questionnaire. The 


opinions are varied and are open 


one cash discount on all merchandise which we sell. 

3. The only way in which the method can be made sat- 
isfactory from the standpoint of the customer is that the 
custom be generally adopted by all legitimate and organ- 
ized wholesale distributors. 

4. We are greatly in favor of cash discounts“dn elec- 
trical supplies, because it encourages prompt payment, 
tends to keep accounts more active, and to the organiza- 
tion that considers the value of cash discounts from the 
standpoint of making his credit standing a satisfactory 
one in the eyes of the commercial agencies, a customer 
who cash discounts his bills is a good credit risk. 


FROM ATLANTA 

1. There is a variation of allowances of cash discounts 
in this territory both as to rates as well as dates on which 
customers are permitted to deduct cash discount. 

2. I would be in favor of one cash discount except in 
cases of large industrial and utilities buyers who purchase 
a great deal of material that carry net terms, 14 of 1 per 
cent or 1 per cent. 

3. The method such as that outlined above would, in 
my opinion, make a strong appeal to our customers and I 

would not contemplate any diffi- 





to discussion by any wholesaler 
who cares to write his ideas on 
this important subject. 
FROM ST. LOUIS 

We would like to see a custom 
adopted of allowing 2% cash 
discount 10th prox., and we 
would be willing to have this 


Questions 


2% apply to all items. To more ities tn Se “Sadebe 
specifically answer the four tory? 

‘ we : 2. Would You be in Favor 
questions in your letter, we oe Ghatak Ciseiaes® 
would state as follows:— 3. Would Such a Method 

1. There is a variety of cash Appeal to Your Cus- 
¥ tomers? 


discounts in our territory. 
2. We would be in favor of 





Here is a Summary of the Replies to a 
Questionnaire Sent Out to Wholesalers in 
Various Sections of the Country, Request- 
ing their Opinions and Criticisms of the 
Variation in Cash Discounts. 


1. Is There a Variation of 
Allowances on Cash Dis- 


culty in securing their accep- 
tance of it. 
4. In the case of the average 


contractor dealer the cash dis- 


count month in and out will in 
Siti ames nearly all cases average 2%. I 


Yes No have made actual tests of this on 


various accounts that were buy- 


ers of the general line of elec- 


98% 1% trical supplies, wiring devices, 
electrical appliances, ete. As 
65% 35% PI 

stated above, however, I do not 


believe that the discount on ma- 


50% 50% 


terial purchased by large utilities 
and industrials would average as 














high as 2%. I would be in favor of the method of allow- 
ing customers to discount twice a month, for invoices 


covering purchases from the Ist inclusive of the 15th and 
on the 25th and for invoices covering purchases made 
from the 15th inclusive of the last day of the month on 
the 10th of the following month, although in this particu- 
lar territory it would be very hard indeed to get some of 
our customers to discontinue the practice of arbitrarily 
taking the cash discount for payment of the month’s pur- 
chases on the 10th proximo. Customers of this type are 
not large in number, but would probably present a situa- 
tion difficult to quickly overcome. 


FROM NEW ORLEANS 


I have always been a believer in the old system of cash 
discounts, which was to allow a customer a discount if he 
would anticipate the date of payment of his invoice; in 
other words, pay a premium for the early use of his 
money. 

The way things are going today of allowing a cash 
discount for payment on the 10th proximo is really giving 
the customer a trade discount of 1%, 2% or 5%, as the 
case may be. 

It has always been the custom with us to allow con- 
cerns buying frequently of us permission to discount their 
bills twice a month. This is 
for the of both the 


buyer and seller and saves a lot 


convenience 


of bookkeeping. 
The the 


things are going today is to al- 


net result of way 
low the purchaser to take off 2% 
for cash at any old time they see —§ 
fit to pay their bills. Many con- 
cerns have grown so weak kneed 
in this matter, they allow the 
buyer to take almost anything 
he wants, 

People are bidding today not 
only for business by selling merchandise at 
prices on which they cannot live, but they 
are also bidding in the matter of the credit by ex- 


tending terms to people who have no right to receive 


these terms, and lastly are bidding in the matter of cash 
discount by allowing people to take cash discounts long 
after the cash discount period. 

Some people in their anxiety to get business are quot- 
ing net prices after the deduction of the cash discount. 
This on the assumption that the customer would pay 
promptly (which the customer don’t do). 

To answer your questions suitably, would say: 

(1) There is a great variation on cash discounts in this 
territory. 

(2) One cash discount is impractical, and would be 
demoralizing. 

(3) I think the method would cause more confusion 
than we now have. 

(4) This is outlined in a general way above. 

FROM NEW HAVEN 

1. There is a variation of cash discount terms in our 
territory, although we think a large majority of the Job- 
bers are allowing cash discount to be taken on the 10th, 
prox. So far as we know, none of the Jobbers have pub- 
lished these terms. We think it probable that 5% is al- 
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lowed on items taking that discount and 2% on the 
balance. 

2. If it could be legally arranged for, and properly 
adhered to, we would favor a cash discount allowance of 
2%, 10 prox., on all items. We would, however, call at- 
tention to the fact that variations in rates of cash dis- 
count originate with the Manufacturers. If a uniform 
rate could legally be established among the Manufactur- 
ers, it would automatically take care of this question. 

3. Few electrical contractors discount their bills, but 
we think there would be difficulty in putting this arrange- 
ment into effect because they would object to a change 
which meant a reduction in cash discount allowance. As 
such accounts are looked upon as desirable, we would 
anticipate competition which would make it difficult to 
maintain a uniform discount of 2%. Again we would 
point out the advantage of a uniform rate among the 
Manufacturers. ‘The terms of Manufacturers are quite 
generally known and any attempt on the part of the job- 
bers to enforce a 2% cash discount on conduit, for in- 
stance, would be almost foolish so long as the published 
discount of Manufacturers is 5%. 

4. The allowance of cash discount is one of the meanest 
problems that the electrical supply jobber has to solve. 
There is no pretense of living up to printed terms and 
many jobbers, because of fear of 











2% competition, practically allow custom- 
mers to dictate their own terms both as to 
~~ rate of discount and date of payment. 
ee men's This applies not only to such of 
= the 


who 


electrical contractors 
discount their bills, 


‘ ~*~ o 
= but to central stations and 






It Seems to be the 
Consensus that the 
Wholesaler Who Holds 
to a “2% 10 days” 
Cash Discount is Being 
Left Out in the Cold. 


other public utilities as well. As we stated in answer to 
No. 2, if an arrangement could be agreed upon by jobbers 
legally, with any assurance that the terms agreed upon 
would be lived up to, we would heartily favor it, but we 
would prefer to see an effort made to standardize the 


_eash discount terms of Manufacturers. 


FROM HOUSTON 


It is my opinion that our routine would be very much 
simplified by the establishment of a flat discount, say 2% 
on the 10th prox. At this time several of our competitors 
are using this method, and broadly speaking, we are in 
favor of it. 


THE JOBBER’S SALESMAN 




















Of course, there would have to be an exception made 
on wires and cables taking 4% of 1% or 1% cash dis- 
count when purchased in large quantities. 

We believe that a simplification of the cash discount 
system would be welcomed by our customers generally. 

FROM KANSAS CITY 

Question 1. Yes. 

Question 2. Don’t think it possible unless it is begun 
by manufacturers and passed on through the regular 
trade channel. 

Question 3. Would have some difficulty on items that 
now take 5% 10 days. 

Question 4. 2%—10th prox. but would have to start 
with the manufacturers and be extended clear through 
the trade channels. 

FROM PORTLAND, OREGON 


The questions asked in your letter of December 3rd, 


addressed to me at San Francisco, cannot be answered 
in 1, 2, 3, 4 order. 


Along the Coast cash discounts vary- 
ing from 4% of 1% on 


bare wire to 5% on con- 


duit are allowed if the 
customer pays his in- 
voices ten days from 


date. It is uniform prac- 


tice to allow 2% cash 


discount on all regularly 


invoiced items if the 





statement is paid on the 
~~ 10th of the month follow- 
ing. This flat 2% 
count, however, does not 
apply on large orders of wire, and does not apply on 
billings covering bids for lists of material. On all bids 
cash discounts are figured out net. 
Broadly speaking I am in favor of the 2% 10th 
proximo, with the exceptions of items bearing 1% or less 
cash discounts. 








dis- 


FROM CHICAGO 

On item No. 1, would say that there is a variation of 
allowances on cash discount in this territory. 

On item No. 2, would say that we would on the face of 
it favor one cash discount, and this would simplify matters. 

On No. 3, would say that such a method would appeal 
to our customer when it was in his favor, but would not 
appeal to him when we would allow 2% on 5% items. We 
do not believe it would be possible to put through the 
one discount without a great deal of trouble with our 
customers. It happens that on the class of material we 
sell, and the class of customers we sell to, that the aver- 
age cash discount given our customers is nearer 3% than 
2%, and we know that none of our customers would pass 
up the 5% cash discount on conduit for instance, particu- 
larly when manufacturers are selling conduit direct to 
contractors, and allowing the 5%. 

On No. 4, would say that as far as accomplishing any 
results by allowing a cash discount, it could very well be 
abolished. In fact if there were no cash discounts, collec- 
tions would probably be just as good, and money would 
be used just as actively, as the way terms have been ex- 
tended and cash discount allowed, it no longer speeds up 
the use of money, but really works a hardship against 
anyone who is at all conscientious themselves about ob- 
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serving the terms under which cash discount should be 
taken. 


In our own case we have to pay our bills on somewhat 
shorter terms than we give our customers, and as we can- 
not allow cash discounts unless we allow them out of cash 
discounts we have earned, we have to employ some of our 
own capital to earn these discounts in order to be in posi- 
tion to give them to our customer when he pays. 

In other words, his money for which we allow a cash 
discount does not come in in time to be of any assistance 
to us in financing our own business on a discount basis. 

The whole situation is greatly abused, and we welcome 
any betterment, but do not ourselves see just how this is 
going to come. As far as the jobber is concerned we 
don’t believe he will ever be able to put out his own ideas 
either in establishing a certain definite percentage of dis- 
count, or in establishing a no discount situation, as long 
as maufacturers themselves are in the distribution field. 
The whole proposition is at the present time a competi- 
tive one. 

FROM NEW YORK 

1. It is my opinion that in this territory there is a great 
variation in cash discount. 

2. We would not be in favor of one cash discount. 

3. We would anticipate difficulties in establishing this. 

t. We would be very much opposed to permitting our 
customers to discount on the 10th of the month following, 
as we ourselves, in most instances, have to discount on 10 
day terms, and practically all of our customers discount 
on the same terms. Our customers appear to be perfectly 
satisfied to pay their bills in the formal manner, taking 
advantage of the cash discounts during the 10 day period, 
although, in a number of cases, we do, for convenience, 
permit bills to be discounted on the 10th of the month 
We think that it would be 
very poor policy to extend this time to the 10th prox., as 
it would double the amount of money outstanding, and 
greatly restrict the turnover on the capital invested. 

It is our belief that the National Electric Credit As- 
sociation, and also that the National Credit Men’s Asso- 
ciation are both fighting to overcome the so-called abuse 


and on the 25th of the month. 


of cash discount terms, and we feel that a step in the 
nature such as has been recommended would be against 
the best interest of the industry. 

FROM HARTFORD, CONNECTICUT 

There is a variation of allowances on cash discounts in 
our territory and various jobbers allow the dealers the 
same discount that the manufacturers allow the whole- 
salers. 

We would be in favor of one cash discount but we know 
this is absolutely impossible on account of the various 
competing wholesalers who come into this territory. 
Massachusetts and New York jobbers sell in Connecticut 
as well as Connecticut jobbers and we would not agree on 
a fixed cash discount. 

Customers would undoubtedly prefer a fixed cash dis- 
count to those at the present time in effect. 

We don’t quite understand your fourth question but we 
are going to answer it the way we think you intend to 
have it replied to. Inasmuch as the average discount 
seems to be 2% from the manufacturer to the wholesaler, 
we would much prefer to sell all our merchandise on the 
basis of 2% cash discount. (Turn to Page 58) 
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S joning Up 


A New York Wholesaler 
Shows Large Increase in 
Fan Sales after Instituting 
Organized Plan of Action 























1.In Mr. Gertler’s opinion the wholesaler should have his 
agreement presented to him by the manufacturer not later 
than November. Every factor in the company’s policy and 
product should be thoroughly explained by the manufacturer’s 
representative in order that no misunderstandings may arise 
later. 





2 Manufacturers literature should be in the hands of the 
wholesaler by January | at the latest, and preferably early in 
December. ‘This should consist of the dealer “Fan Proposal,” 
catalogs, price sheets, envelope stuffers, blotters, ete. 


With this material on hand, the wholesaler can plan _ his 
“direct by mail” campaign, and a‘so assist the dealer in any 
campaign he may intend to put into effect over his own 
signature. 














5. A campaign of four weeks duration is then put 
into effect about the first week in January. The 
following steps are kept in mind: calling on deal- 
ers and concentrating on fans; having factory 
man spend several days with each salesman; get- 
ting either actual orders or signed agreements 
from dealers, and tabulating sales day by day on 
specially prepared forms. On February 1 (ap- 
proximately) the campaign closes and final tabula- 
tions are made. 








3. In December, a 
sales meeting is 
held by the whole- 
saler at which time 
quotas are estab- 
lished, and = an- 
nouncements of 
prize offers are 
made. The quotas 
are based on total 
fans sold and vol- 
ume in dollars.— 
Ray Thomas Photo 




































of cooperation. It is a general 
“pep” meeting, planned to stimu- 
late the men’s interest in the cam- 
paign. 
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4.On January 1, or as soon after as possible, a sales meeting with 
the factory man is called. He brings samples of new improvements 
over last season, goes over the record of last year’s campaign and 
outlines to the men just what the manufacturer will do in the way 
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HE Gertler Electric Co., New 6.In March and April the 
York, met with considerable suc- “loose ends” are pulled in, 
cess last year in selling fans. those dealers being again 

Considerable credit must be given the ee eee ee Seer 
manufacturers’ representative, who, in 
spite of Mr. Gertler’s assertion that “The 
snow was yet on the ground” insisted on 
early action on this important specialty. 

There is no doubt that fan sales can be 
accomplished months before the actual de- 
mand for this product arises. Quite a few 
wholesalers are alive to this situation and 
one in particular, has gone so far as to cover 
his “contract renewals” late in December. 

With the thought in mind that the well 
planned campaign of the Gertler Electric Co., 
may be of help to other wholesalers in stimu- 
lating their sales organization, there is pre- 
sented here in pictorial fashion the steps taken 
by this company which have proved so success- 
ful in merchandising the line of fans it handles. 

It might be well to add that the Gertler 
Electric Co., uses two arguments. The major 
one is that signing a contract does not cost the 
dealer anything, and puts him in a position to 
have fans on hand when hot days come. The 
second one is that whatever action the dealer 
takes now, has a great deal to do with his serv- 
ice to the public later. 


sider fans earlier in the year. 


Form Used by 
Gertler in Prize 
Campaign. 







7.On all orders received shipment is 
made in April. This puts the dealer in 
a position to handle any demand due to 
unexpected hot weather. Billing is done 
June 1. 


8. When summer arrives, the dealecs 
are combed for renewals and further 
orders. Help may also be given him 
at this time on window trims, ete. 
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Extensive Use of 


Builds Big 


This Radio Wholesaler has 
Stimulated his Sales Materi- 
ally by Exploiting “Human 
Interest” Photographs Con- 
taining the Merchandise 


he is Selling 























Upper Left: The 
Girls in the Photo- 
graph Present an In- 
teresting Background 
for the Radio Set 
Prominently Dis- 
played. Center: Even 
Old Man Scarecrow 
has been Used to 
Advantage by Mr. 
Thomas. Below: 
“One - Two - Three - 
Four’—Here the 
Gymnasium Class has 
Produced an Idea for 
Securing Publicity. 


HEN the wholesale radio distributor or electrical 
WW ernst has the newspapers and magazines in 

his territory coming to him every week eager and 
anxious to give him publicity, he’s sitting pretty in the 
opinion of Ray Thomas, enterprising wholesale radio dis- 
tributor for the southern part of California who has re- 
cently moved into his handsome and splendidly equipped 
new two-story home, in Los Angeles. 

That’s why Thomas goes in so extensively for photo- 
graphs and spends more in a month for photographs than 
many other wholesalers would think of spending in a year 
or even two years. 

The photographs used by Thomas are of the snappy, 
interesting, newsy, specially posed type that magazines 
and newspapers are eager to get. So, each 
week, the radio editors of many papers 
come to him begging for pictures, suggest- 
ing good stunts which he can work out 
photographically and fairly breaking their 
necks to give him publicity. Consequently 
the scrap book of the Thomas organization 
has been enlarged repeatedly; new scrap 
books are constantly being added and there 
are clippings in these books from all over 
the English-speaking world due to the fact 
that so many of this organization's photos 
are exceptionally good that they have found 
their way into London papers, Australian 
papers and New York City, Chicago and 
other papers. 

Perhaps there will be some worth-while 
ideas and suggestions in Thomas’ publicity 
methods and other methods which will be 
of aid to other distributors. 

Let us, then, consider the sort of pic- 
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Dhotographs 


Business for Wholesaler 


tures that are secured 
and the way in which 


they are being secured. 

All publicity photographs used by this 
organization have a human interest element 
in them. Every photograph shows a picture 
of a person doing something interesting. Pic- 
tures of radio sets alone are never offered to 
the magazines and newspapers by this organ- 
ization because of the fact that ex- 
perience has shown that such pic- 
tures aren’t welcomed by the publi- 
cations. 

Also, it has been found that pic- 
tures in which pretty girls are shown 
with radio sets or loud speakers get 
over the best. And if these pictures 
are hooked up with some sort of a 
news interest, so much the better. 

But how get the news interest 
into the pictures in addition to the 
human interest? 

There’s a question for you. And the only answer to 
this question is that the news interest is injected inte the 
pictures by reason of the fact that this whole organization 
has a nose for news and is constantly looking for some- 
thing that will go well photographically. 

For instance, Carl Laemmle, the famous movie mag- 
nate, has a big ranch near Los Angeles. Crows afflicted 
this ranch and so scarecrows were erected. One of 
Thomas’ dealers, who has sold a radio set to Laemmle, 
told one of Thomas’ salesmen about the scarecrows and, 
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By FRANK H. WILLIAMS 









right away, the idea oc- 
curred to the salesman of 
hooking up the scare- 
crows with loud speakers and turning on the 
radio when the crows became bad, thus mak- 
ing it seem to the birds as though the scare- 
crows were doing a lot of singing or talking 
and thus scaring the crows away. 

That very thing was done—it was mighty 
good publicity for the movies as 
well as for Thomas. A picture was 
taken of an attractive girl stand- 
ing near one of the scarecrows and 
holding a loud speaker, and this pic- 
ture together with a complete story, 
was sent to many publications. The 
result was that there was wide pub- 
licity for the whole proposition and 
in practically all of the stories 
Ray Thomas Thomas’ name was mentioned and 
the name of the set he sells’was also 
given due prominence. 

Again, experience has shown this organization that 
photographs which hook up puppies or cats or other ani- 
mals with radio sets always sell. Accordingly a cute 
picture was posed showing a couple of puppies at a radio 
set. The dogs were caught just right with the result that 
the picture looks as though one of the puppies was turn- 
ing the dial of the set while the other was listening to the 
loud speaker. This picture was sent around extensively 
and used by scores of papers. Even the New York Times 
thought so highly of it that a (Turn to Page 94) 
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The Sales Force of Ray Thomas, Inc. 
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URING the past year, there has appeared in 
D Tue Jopser’s SALESMAN predictions by promi- 
the outlook for their 
branch of the electrical industry in the years to come. 
Significantly, every man interviewed is optimistic over 
what the future holds. Some talk of ‘“‘chain-operated” 
houses, others predict an increase in independent com- 
panies. All agree, however, on the fact that a concen- 
tration of territory is absolutely essential to progress. 

It is fitting, with a new year opening before us, to 
They reflect the fact 
that the industry as a whole is thinking along the right 
lines, is fully cognizant of its problems and the solutions 
to them. 

Printed below are these expressed thoughts, thoughts 
which should benefit all of us, as we launch ourselves 
again into the sea of a new year, prepared to battle the 
elements of competition both from within and without 
our own industry. 


nent wholesalers as _ to 


consider the opinions of these men. 


HERE will still be electrical supply jobbers in 1950. 
Of those houses doing a million or more of gross 
business per year, the majority will be chain operated.- 
The operating area of such houses will be more and 
more confined, and such increase in business as they en- 
joy will be from increased buying power in smaller areas. 
As the territory becomes more congested there will be 
new local institutions to absorb some of the increased 
buying power. 
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OKING 
HEAD 


1950 


cA Resume of the Predictions 
Made by Prominent Whole- 
salers during 1928 


There will be more local buying by utility interests as 
against centralized buying. 

The few larger independent jobbing institutions re- 
maining will be well financed, well managed, aggressive, 
yet conservative institutions. 


FEEL the jobber will always be an economic neces- 

sity since only through jobbing channels can the man- 
ufacturer market his goods more cheaply than direct. 

I can’t see where the electrical industry is different 
from others. There will always be small independent 
jobbers. The so-called steel trust is an example in point. 
Despite the United States Steel Corporation, there are 
still independent steel manufacturers. 

The number of jobbers will probably increase in the 
future though the number of salesmen may decrease, 
both due to the gradual narrowing down of territories. 
Economic conditions will make it more and more impera- 
tive that the contractor and dealer buy from a nearby 


source of supply. 


T IS unquestionably true that no matter by what 

name you may call the service rendered—whether as 
a jobber, distributor or what-not—someone must perform 
the functions incident to the economical distribution of 
merchandise and someone must pay a reasonable cost 
for that service. It would seem that the jobbing system 
will remain a part of the merchandise picture for an 
indefinite period but jobbing units will be considerably 
smaller and operate in more congested territories than in 
years past. It is also my impression that the number 
of these jobbing houses will probably increase as the 
years go by, and, while the larger organizations operate 
nationally and continue to func- (Turn to Page 66) 
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Every Manufacturer You Represent Can Now Be Present at Your Sales Meeting 


Gis oer «An Hour 
at Y our 


sy A i , S lines, new advertising cam- 


Conference 


importance to wholesalers 
and their men. A salesman, 
constantly on the road, and out 
of touch with the home office 
save for an occasional visit, 
needs these meetings to stimu- 
late him for another year. It 
is his one opportunity to stand 
on his feet and express him- 
self on his trials and tribula- 
tions during the past year. It 
is his one chance to secure the 
slant of the other men on the 


able fashion. As this is being 
written 120 wholesalers have 
requested 1307 copies of the 
January issue for use in their 
sales conferences, which figures 
gives some idea of the popular- 
ity of this idea. 

The plan, in itself, is simple. 
There are new products, new 


paigns and new policies on the 
part of the manufacturers to be 
discussed. In the January 
issue of Tue Jopper’s SALes- 
MAN manufacturers are urged 


li ° ° ‘ . My ‘ i ‘ = 
ines the company is handling The New Year is Generally Opened to bring out these points clear 


And, it is, above all, the sales 


ly and specifically. In addi- 


manager's one opportunity to up With a Sales Conference. Many tion the manufacturers furnish 


inject new pep and fresh view- 


points, into his men. It is a Wholesalers Have Set Aside a 


“keying” process to get the 


men in form for the yea “JOBBER’S SALESMAN’S Hour” 


which is ahead of them. 


us with complete yet concise 
statements of their plans for 
1929. This material is printed, 
bound together and sent out in 
the form of a sales manual with 


Unfortunately, neither time for a Discussion of Their Problems. copies of the issue. 


nor man-power permits the 
scheduling of all manufacturers on a wholesalers’ pro- 
gram. The manufacturer has so many distributors, the 
wholesaler represents so many manufacturers that it is 
quite impossible to accommodate each other during the 
few days allotted for discussions on the lines handled. 
Three years ago, THE Jopper’s SALESMAN launched an 
effort to overcome this difficulty, and from the manner in 
which the sales managers of wholesale houses have 
accepted the plan it is, undoubtedly succeeding in admir- 


{ 


At the time set aside for 
“Tue Jopper’s SaLesMANn’s Hour,” the sales manager 
gives an issue of the paper together with a copy of the 
sales manual to each man present at the meeting. The 
lines handled by any particular wholesaler are then dis- 
cussed, reference being made at the same time to the 
advertising messages and the statements in the “Sales 
Manual.” 
Sales managers who have entered into the plan will 
find it most profitable to analyze the issue and the 
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Here is a Thought for Your Sales Conference 


“Hard Luck Sam” says: “I was in Chris Childers place in 
Louisville, and a down-at-the-heel colored man came in. I 
thought he was looking for odd jobs, but no, he just tipped his 
Keliy and held out his hand and Chris give him some dough. 
Then he says to him: Mose, there was another colored fellah in 
here yesterday and he says you sold him this route. Well, 
this boy swelled up like a turkey-cock, rolled his eyes and says: 
Tain’t no sech a thing, Mistah Childahs! Lemme fin’ dat man 
—whut he look lak, Mistah Childahs? The boss just laughed 
and the boy went out. 

“It got me curious, so I says: Do you mean that guy has 
this street for a begging-route? Not exactly, says Chris, I wish 
he did have it all to himself—I’d be money ahead. Do you 
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know, I followed that boy one morning and watched him’ work. 
And I noticed he would go in one store, then skip a few, then 
maybe hit three in a row, then skip a few more. Here’s why. 
When he first started this racket, certain places turned him 
down. That settled them—he just took ’em off his prospect 
list and never went near ’em again—concentrates on the ones 
who responded first.” 

We are all inclined to follow a beaten path, to call only on 
those who, we are sure, will take care of us. New Year’s is a 
time of resolution, and the salesman who resolves to step off 
the beaten path, to find those new accounts tucked away 
among the places he has been passing is bound to show a nice 
increase in volume done in 1929. 
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manual, thus schooling themselves to conduct the discus- 
sion in such a manner as to secure the maximum benefit 
from it. 

Salesmen, as well, are urged to study the issue in 
order to refresh their minds on par- 


obtained from this novel use of THE JopBer’s SALESMAN.” 
J. W. Reese, vice-president of the Doubleday-Hill Elec- 
tric Co., Washington, D. C., says: ‘““We appreciate your in- 
terest in our sales meeting and want to state we find the 
sales conference number very interest- 





ticular problems met with in lines 
which they are now selling, and to be 
able to make notes on additional lines 
which they would care to handle, in 
order that such subjects may be in- 
telligently discussed by all those pres- 
ent. 
“Tue Jopsper’s SALESMAN’s Hour” 
is growing in importance each year. 
And, just how much of a factor it 
will prove in the success of your par- salers 
ticular meeting is solely dependent 
upon the amount of discussion and 
constructive argument your men put Springs, 
into it while they are in session. 

This hour is, after all, second only 





in importance to the actual presence 


N. E.W. A. 
Meeting 


The next conven- 
tion of the National 
Electrical Whole- 
Association 
will be held at “The 
Homestead,” 


May 27 to 31, 1929. 


ing and it has been used by us in 
connection with our January meeting 


during the last two years with very 
good results.” 

These are the kind of letters which 
indicate the value of this sales con- 
ference idea, and just how much 
benefit may be derived from it when 
it is used to proper advantage. 

It has been suggested that even 
after the meeting is over, the “Sales 
Manual” can be used to additional 


Hot 


Virginia, 


advantage. It contains clear, concise 
statements of manufacturers’ policies, 
plans and products for the coming 
year. The salesman who carries this 


manual with him will find frequent 








of the himself, and 


when looked upon in that light, its true significance and 


manufacturer 


its true value can best be judged. 

That there is a deep appreciation of this “hour” exist- 
ing among the wholesalers is best proved by the state- 
ments of executives who have entered into the plan. For 
instance, R. S. Oliver, manager of the sales department 
of the General Electric Supply Corp., Jacksonville, Fla., 
writes: “We thought this a very fine idea and requisitioned 
25 copies of THe JopBer’s SALESMAN for use in our win- 
ter sales meeting. We greatly appreciate the presenta- 
tion of this idea and your cooperation in furnishing the 
necessary material, and anticipate beneficial results to be 


use for it in informing and showing 
his customers just what kind of co-operation he can ex- 
pect from the manufacturer, whose lines he represents, 
during 1929. 

The sales manager, too, will find it helpful during the 
year in the preparation of his sales letters. Meaty 
thoughts and ideas are contained in it, around which 
letters may be written that will carry a “‘punch.” 

It is sincerely hoped that those sales managers who 
have not taken advantage of “Tue JopsBer’s SALESMAN’S 
Hovr” this year will make a notation on their calendar 
now, to fali in wi:h this plan next year, and join in this 
movement which is securing such excellent results. 








The photographer has caught, in this picture, a most impres- 
sive view of New York’s financial district at night. For those 
interested in photography as a hobby, it might be added that 
two shots were made, both from Governor’s Island. The first 
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one, taken as the sun was setting, registered the trees and the 
highlights. The second, taken later in the evening, revealed the 
illumination of the buildings which pierce the sky along the New 
York water front.—Underwood Photo. 


THE JOBBER’S SALESMAN 

















The Man with the Hoe 


The Growth of Human Progress Demands two Classes of People. 
They are Those who Sow and Those who Hoe 


By DR. FRANK CRANE 


poem called “The Man with the Hoe.” It 
represented a popular point of view as re- 
gards the manual laborer, or the worker with 
ordinary things, with compassion. But the man 
with the hoe is as much 
needed as the man with 


G poem years ago, Edwin Markham wrote a 


the head had been some generations before. 
“But,” he added, “the head and the tail still 
keep their distances.” 

Mankind as a whole moves forward by the 
advance of a few leaders and the slow catching 
up of the mass. The 
mass catches up 
through the work of 





the plow or the man 
with the reaping ma- 
chine. It takes work 
to plan things but 
it also takes work to 
cultivate them and cul- 
tivating is as important 
as planting. The 
growth of human prog- 
ress demands _ two 
classes of people. They 
are those who sow and 
those who hoe. 

The first are the 
ones that produce the 
great discoveries and 
the revolutionary 
teachings. They plant 
the seed. Then another 
group comes along and 
popularizes these 
teachings and discov- 
eries and gets them un- 
derstood by people in 








the hoers who bring the 
thoughts of the leaders 
into the terms of hu- 
man interest and life. 
To make clear ab- 
struse thoughts re- 
quires genius and labor 
as truly as the origi- 
nating of them. 
Voltaire was a popu- 
larizer of his day. He 
retired to Ferney and 
worked for years writ- 
ing to make _ under- 
standable to all the dis- 
coveries of his time. A 
modern writer who cre- 
ated new interest in 
philosophy spent four- 
teen years preparing 
himself for the work. 
For some years he read 
on an average of six- 
teen books a week. 








general. They are the 
ones who cultivate the 
planted seed to maturi- 
ty. One is as necessary as the other. Seed that 
is untended is lost. Ideas that remain in the 
possession of a few learned men never bring 
progress. Too often the hoers are looked upon 
as “mere popularizers,’ who contribute little. 
Macaulay said that in his day society had ad- 
vanced in knowledge so the tail was where 


One of the encour- 

aging signs of mental 

life in the present is the number of volumes 

issued that translate abstruse studies into hu- 
man values. 

An age of hoers is an age that considers the 
advance of common folk, and in the end this 
is the kind that determines the real progress 
of society. 








Fortunately, there are on hand about six manuscripts from 
Dr. Crane, so we will be able to present his sound philosophy 
‘to our readers for at least half the year of 1929 
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MEN YOU SHOULD KNOW 


John P. Coghlin 


President, Coghlin Electric Company 


eo 


OHN P. COGHLIN, 
J president of the Coghlin 

Electric Co., Worcester, 
Mass., is one of the “old 
timers” in the electrical indus- 
try. The thread of John’s 
life is picked up when he was 
working his way through the 
Worcester Polytechnic Insti- 
tute, Worcester, Mass., making 
motors and dynamos. As he 
graduated in 1893, his early 
experiences in that line were 
a great deal like the situation 
in radio a few years ago. Each 
amateur was designing and 
working out different combina- 
tions in windings, etc., and he 





A Fighting Spirit 


He wanted an education 
so he worked his way 
through school. He was 
interested in motors so he 
produced one of the best. 
He needed an insulator, 
so he designed one which 
is still in use. He wanted 
success so he got it. That 
is the kind of determina- 
tion, backed by ability, 
which has made John 


under Mr. Coghlin’s super- 
vision installed the _ entire 
equipment for the Shredded 
Wheat Company’s plant at 
Niagara Falls, which was at 
that time one of the great show 
plants at Niagara Falls, and, in 
fact, continues to be today. 
This was the first contact that 
John had with “Billie” Robin- 
son at Buffalo, from whom he 
picked up some odds and ends. 
The following year a contract 
for installing the electric work 
in connection with the Wor- 
cester & Southbridge Street 
Railway Co. was secured. It 
was the first high tension trol- 


Coghlin. 


succeeded in producing a threc- 
horse power motor which at 
that time had the greatest out- 





ley line installed in the East. 
This line was laid out for a 
83,000 volt transmission with 








put per pound of any motor 
that had been made. His pro- 
fessor in physiology, who had charge of everything elec- 
trical as well as physics, became quite enthusiastic over it, 
and had an article written up, together with photographs, 
which were taken up at that time by the electrical trade 
journals. The stock and material for these motors used 
to cost about $50, and as John did not know anything 
about overhead, having none, the difference between this 
and the selling price was net profit. He sold these ma- 
chines for $200, and probably could write volumes on the 
interesting experiences he had in early installation work. 

In 1892, Mr. Coghlin decided to organize a company to 
manufacture motors, and on graduating in ’93 had this 
work well under way, but the panic came on and practi- 
cally eliminated the possibility of sales. 

Electric construction next attracted his attention and 
he went into this work, with the result that in a year or so 
manufacturing was given up entirely, as the field was be- 
coming too competitive. In 1897, John Coghlin bought 
out the Page Electric Co., which was established in 1885 
and was one of the pioneer construction companies in 
New England. Mr. Page remained with him for a year 
or two, then retired. 

In 1907, the name of the company was changed from 
the Page Electric Co. to the Coghlin Electric Company, 
which name has been in existence up to the present time. 
Some three years ago it was decided to separate the 
jobbing business from the contracting and retail business, 
and Coghlin’s, Inc., was organized to handle this type 
of work and today it probably has as complete and up- 
to-date a retail electric store as you will find in the 
country. 

Back in 1900, in the contracting days, the company 
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rotary transformers, and was 
intended to go through to Hart- 
ford, Springfield, and Providence, covering some two hun- 
dred miles. The whole power plant was designed by Mr. 
Coghlin for this purpose. This road was never entirely 
completed because of financial difficulty which developed 
later on by the promoter. One instance in connection 
with this installation was the high tension insulators. 
When the company went into the market to find high ten- 
sion insulators, the only thing available was the “Helmet” 
type such as was used in the original Niagara Falls trans- 
mission line in Buffalo, and the price of these insulators 
was somewhere around $1.25 to $1.50 each. As there 
were several thousand of these insulators, it involved 
quite an item, so John designed an insulator to take the 
place of this type which did the work entirely satisfac- 
torily. In fact, they showed a break down test when 
sprayed with water of 110,000 volt and only cost 11 cents 
a piece. This particular insulator afterwards became a 
standard type made by a certain porcelain company for 
voltage ranging up to 40,000 volts. 

In the construction work, the company handled installa- 
tions all over New England, parts of Canada, New York 
State and New Jersey. 

In 1902, Mr. Coghlin decided to go into the jobbing 
business in connection with contracting. At that time 
there was no other jobber in New England outside of 
Boston with the exception of Belcher & Loomis of Provi- 
dence who ran an electrical department in connection 
with their hardware business. In those days, the Coghlin 
Electric Co. travelled all over New England, outside of 
Metropolitan Boston, and went as far as Syracuse into 
New York State. Conditions, of course, have been rad- 
ically changing, with (Turn to Page 98) 
































J. P. Coghlin 


President, Coghlin Electric Co., Worcester, Mass. 
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Trap-Shooting at Midnight 


Below: Under midnight skies and 2,000,000 
candlepower in electric floodlights, three veteran 
trap-shooters, the oldest of whom was 81, recently 
broke anywhere from 19 to 23 clay pigeons out of 
a possible 25. This happened at the first night-time 
trap-shoot ever held, a gallery of 400 spectators 
watching shattered clay pigeons fall at the range 
of the Lynn Fish and Game Association, at Lynn, 
Mass. They experienced new thrills as they stood 
on the shooting platform and looked out toward 
the trap-houses, from which the clay pigeons were 
sent into the air 50 or 60 feet from the 
shooters, flying in the glare of 20 power- 
ful floodlight projectors mounted on 
platforms 20 feet high. As the little 



























Here’s An 
Eve-Opener 
for You! 
Above: One 

of the many 

features seen 
at the electrical 
show held at 
the Grand Cen- 
tral Palace in 
New York City, 
was this mag- 
netic device for 
removing me- 
tallic particles 
from the eyes. 

Miss Carmen 

Morales, show- 

girl, is demon- 

strating—P. & 

A. Photo. 





targets sailed through the air the shot- 
guns cracked one after another, and 
each of these old sportsmen shattered as 
many birds as he ever did at daylight 
shoots. 


Uncle Sam’s Scientists Seek to Solwe 
Illumination Problems 


Scientists of the United States Public Health 
Service are now making a most complete and thor- 
ough study of the problem of proper illumination for 
the interiors of homes and industrial buildings in a 
specially constructed glass house near Washington. 
It is an admitted fact that the location of windows 
and other factors governing illumination have been 
located largely by a hit or miss method and this is 
the first systematic attempt to investigate this sub- 
ject. The ceilings of the rooms in the glass house 
are suspended from an arrangement of pulleys which 
permits them to be varied from 6 to 15 feet from 
the floor and the resulting change in light intensity 
to be noted. A graphic recorder makes a record of 
the results obtained from the photo electric cell and 
permits accurate comparisons to be made of the 
different strengths of illumination at various parts of 
the room.—Underwood Photo. 
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Type GLB Threadless 
Powerlet 


MALLEABLE 


‘Like Grip 


HE new Gem Threadless 

Powerlet holds the conduit 
with a grip that never loosens— 
maintains perfect ground—a per- 
manently efficient wiring job. 


When the collar is tightened 
the sharp ribs inside the clamp 
(shown separately above) bite 
deep into the conduit—while the 
od on the edge of the clamp 
sink into the body of the Power- 
let Fitting. The ground is com- 
plete—permanent. 


In addition, Gem Threadless 
Powerlets are cast from malleable 
iron—thateverlasting, corrosion- 


Close-up view of 
clamp. The sharp ribs 
bite into conduit — 
and the teeth complete 
@ perfect ground by 
gripping the body of 
the Powerlet. The Gem 
Threadless will never 
loosen up. 


free metal. Gem Threadless 
Powerlets will outlast the build- 
ing or machine on which they 
are installed. 


And, of course, Gem Thread- 
less Powerlets have the time- 
saving advantages which have 
made threadless fittings so popu- 
lar. No more threading of con- 
duit—just slip in the conduit and 
tighten the collar. 


Write for complete informa- 
tion on this new goodwill-pro- 
tecting, time-saving Powerlet. It 
meets every requirement of the 
Underwriters Laboratories. 


Chicago-Jefferson Fuse & Electric Co. 


1519 West 15th Street 


avs 
GEM: ‘POWE RLETS 


CONDUIT 


CHICAGO, ILLINOIS 












Type GC Threadless 


Powerlet 











-Better Ground 
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Type GE Threadless 
Powerlet 


FITTINGS 
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The FISHER BU! 


DETROIT, MICH 
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THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT 
NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 


MANUFACTURERS OF “‘SUPERIOR WIRING DEVICES” SINCE 1888 
MANUFACTURERS OF HEMCO PRODUCTS 
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SLIP ON 
THE 
LINK 


A Tycos recording ther- 
mometer, one of the many 
precision instruments 
manufactured bythe 
Taylor Instrument Com- 
panies. 


Parts and 
the Link 


That’s All 









THE FUSE 
IS READY FOR 
SERVICE 


Buss Fuses and Precision Instruments 


The Taylor Instrument Companies, Rochester, N. Y., manu- 
facture the well-known Tycos line of instruments for indica- 
ting, recording and controlling temperature and pressure. 

Their manufacturing experience befits them for judging 
precision and dependability in other products. 

Taylor’s selection of Buss Renewable Fuses for the electrical 
protection of their plant and equipment is another outstanding 
recognition of Buss merit. 

If you, too, wish to know about the true merits of Buss 
Renewable Fuses, send for free sample. 

BUSSMANN MANUFACTURING CO. ; - ST. LOUIS, MO. 
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The Standard policy of distributing through electrical whole- 
salers offers exceptional opportunities to the jobber and the 
jobber’s salesman. This is particularly true when you consider 
the excellence and the completeness of the Standard line, the 
large unit of sale, and the advantages offered the dealer by the 
Standard Authorized Dealer contract. There is every reason for 
giving Standard important selling consideration in 1929. 


THE STANDARD ELECTRIC STOVE COMPANY . TOLEDO, OHIO 











STANDARD QUALITY IS NEVER QUESTION ED 





What’s going on in 
the electric range field? 
To keep posted, read 
the Standard News, 
which we publish 
monthly. Glad to send 
it on your request. 
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Prague by Floodlight 

Prague, the Czecho-Slovakian capital recently celebrated the tenth an- 
niversary of the republic’s beginning and on that occasion the floodlights 
of the city poured a stream of light on its ancient buildings. In the photo- 
graph at the top is a striking panoramic view of the old royal palace with 
its beautiful reflection on the Muldan river. The center picture shows one 
of the old city gate towers presenting a new tone of proportions when 
painted by modern floodlighting. The third photograph is of the Oldstadt 
tower (in the center of the picture) with the dome of St. Mikulas Church 
on the left. Karl’s bridge which spans the Muldan is shown on the left. 





























These cities, which 
seem to be linked with 
the past rather than 
the future, s"*prise us, 
at times with their 
ability to grasp the 
advantages offered in 
the modern usages of 
electricity and to put 
them to effective use 
so promptly. 
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Flying the Mail 
This air mail plane transports a ton of mail 100 miles 
an hour on a bee line, hurdling mountains as well as the 
plains. Cities 1,000 miles apart have overnight delivery 
of air mail and express, as the planes fly night and day. 
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Sandbags Protect Scientists From Giant X-Rays 

Wartime emplacements with a concrete wall and 
sandbags are built around the world’s largest X-Ray 
tube at the California Institute of Technology in Pasa- 
dena, Calif., to protect scientists from rays emanating 
from the fifteen-foot tube. Operating under the impulse 
of 1,000,000 volts of electricity, the giant ray throws off 
stray rays that would be harmful to the operator and 
scientists during the experiments now being conducted 
with it. The wall and the sandbags are designed to 
absorb these. 


Nothing Small About This 


Here is a vacuum cleaner put on the market by 
a furnace concern for cleaning cellars, basements 
of buildings, and so forth. A large motor operates 
the suction apparatus and a dust bag, 
as big as the truck, is attached to the ate ee 
rear end of the machine.—Galloway oe :, <4 
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Any Countr 


pp, When GAYNOR completed the tools and moulds for this new rocker 
5 ae eee flush switch the question of price policy came up for decision. 
Here was the finest flush switch ever made. It had 
the easiest and most logical motion. 
Patented, and a mighty fine patent, too. 
It had floating blades operating in a con- 
stricted passage giving it tremendous over- 
load capacity. More than any other switch. 
Much more. Also patented. And a tight 
patent. The best switch, a monopoly, fine 
looking, beautifully made. 
Should it be high priced 
for the silk hat trade and 











carry a long profit to 
Gaynor or reasonably priced for 

everybody and sold in big volume for a 
small profit to Gaynor? Gaynor decided on small 
profit and volume sales. 








Said Gaynor, “Here’s a chance to give the contractor 
a break. We'll price it reasonably and give the trade 
a chance to make a day’s pay.” 


Here Are The Prices 4 


Think of the opportunities for selling this switch to your customers. At last there’s 
a chance for the contractor to make an honest penny on the price he gets for his ma- 
terial and the jobber isn’t going to starve, either. 
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GAYN OR ELECTRIC CO.INC, BRIDGEPORT, CONN. 


Wiring devices for sale to the electrical trade through verified jobbers exclusively. 
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It's A 
New Year 


T’S a New Year which is opening before 
us, and the proper thing to do at this 
season is, of course, to speak and write 

optimistically of the future. There have 
been years when such optimism had no 
foundation of fact—a sort of “wish being 
father to the thought” idea which proved in 
one or two cases to be more the product of 
a fertile imagination than the substantial 
reasoning of cool observers. However, in 
1929, there is every indication of a prosper- 
ous year for all of us. 


We have had prosperity of promising 
proportions during the past few years, but 
unfortunately it has been what might be 
termed “profitless prosperity’—too much 
volume done on a small profit margin and 
cramped, if such is the proper term, by ex- 
cess overhead. Certainly, to speak specifi- 
cally, not all wholesalers, made any real 
money in 1928. 


In every industry there is, however, a new 
note of encouragement being sounded. The 
organ of business seems to be pretty well 
tuned and regardless of party politics, the 
player for the next four years knows his 
stops, as well as his music and as a conse- 
quence there should be few discords to 
break up the harmony. Men in all branches 
are predicting a favorable year, based, as 
Abram Macaulay, president of the Packard 
Motor Co., puts it, “on the tendencies and 
inclinations of our own particular industry.” 


Coming a little closer to home, we find 
men like M. S. Sloan, president of the New 
York Edison Co., and E. M. Herr, president 
of Westinghouse arriving at their conclu- 
sions by reason of the ever-increasing de- 
mand for electric service with its subsequent 
calls for supplies and merchandise. 


We find, however, a note of warning by 











F. Edson White, president of Armour & 
Co., of Chicago, who feels that “the field 
of distribution offers the most fertile field for 


. business improvement in the immediate fu- 


ture. There can be such a thing as too much 
competition and too much hunger for profit. 
There must be some way to obviate the evils 
of this situation, and when the answer is 
found there will be benefits for all through 
reduced distributive costs.” 


That thought calls to mind the criticism 
of a successful wholesaler on the rapid rise 
of a competitor in his territory. “They are 
doing fine,” he said, “and, will continue to 
do so, provided they have the business sense 
not to reach out after any more volume.” 
And he was absolutely correct. There is a 
certain peak which, when exceeded, means 
added volume of a costly nature. 
lisher of a popular national magazine once 
told this writer that his circulation had 
reached the point where it materially cut 
into his profit. His overhead in handling it 
was more than he could realize upon. 


That, however, seems to be the only det- 
riment to a prosperous New Year and, that, 
fortunately, is a factor solely in the hands of 
the individual. It is his problem and he 
should be in a position to know just where 
the “dead line” is. Collectively, we seem to 
be about to go somewhere. And, if the pre- 
dictions of all these men together with our 
own modest contribution are wrong, then 
we shall indeed dip a most pessimistic pen 
into the 1930 inkwell when another year 


- has rolled around. 
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The Shipments of 
Yesterday 
OT long ago we sat in the office of the 


chief executive of a large electrical 
wholesaling company. Before him was 
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WMS Laughlim, Managing Editor 


a pile of tickets on the previous day's busi 
ness, and when we interrupted him he had 
been going through these one by one. 


The question naturally arose as to why the 
executive should spend some little time in 
scanning. these mere records and he took 
pains to tell us why he did so and what he 
got out of this half hour task every day. 


First, the yellow tickets tell him who his 
customers are, and keep his fingers on the 
pulse of the credit situation. His quick eye 
instantly falls upon the customer who is ap- 
parently buying too much and getting too 
large a line of credit on the books. No mat- 
ter how well informed this executive might 
be in regard to the general operations of his 
business, without this daily contact between 
the customers’ operations and his house, he 
would soon lose his mental picture of the 
business. 


Frequently, he notices by these shipments 
of yesterday how some customers are, after 
all, not real customers at all, but are just 
making pick-ups. It gives him an oppor’ 
tunity to have these followed more closely 
and if real business can be developed, he can 
give instructions or suggestions to that end. 


Careful scrutiny brings to light many cases 
in connection with merchandise purchased in 
which, by a simple suggestion to the billing 
department, an extra dollar may be turned 
which otherwise might be lost to the com- 
pany through billing by the ordinary routine. 
In other words, the company may be en- 
titled to a better price than was originally in- 
dicated on the ticket. 


It takes this executive about twenty min- 
utes to a half an hour to give the tickets the 


once over every day, but he says that it pays 
dividends. 
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Looking Ahead 
To 1950 


N another section of this issue appears 
I predictions by prominent wholesalers on 

the status of this branch of the indus 
try in 1950. Their outlook sounds quite 
plausible, but we cannot sit back and simply 
“wait for it to happen.” 


This business of merchandising has shift- 
ed gears, and while it may be felt that we 
are now in high, as a matter of fact we are 
decidedly not. More shifts will be necessary 
and always into higher as competition and 
selling becomes more intensive. 


No chain is stronger than its weakest link 
and no wholesaling industry whether it is 
electrical or cotton goods can hope to hold 
its own against the “feared” chain store un- 
less it plays ““wet nurse” to its retail outlets. 

It isn’t, of course, necessary to run for the 
bottle when the dealer cries, but it is nec- 
essary to so teach him to sell, to so educate 
him to buy and to so impress upon him the 
necessity for a “good front” as to keep him 
step in step with our own progress. 

One thing that can be said about the chain 
store is that it is going to teach the indepen- 
dent dealer scientific retailing. He can adapt 
to his own business certain methods used by 
them. More than one dealer is doing a suc- 
cessful business next to the chain store, and 
he is accomplishing such results, not by tear- 
ing at his hair, but by coolly observing the 
difference between his own ideas and the 
“Big Boy's” on his right. 

Unfortunately the dealer needs a little 
coaxing, a little assurance, a little confidence, 
and when he is given all of these things as 
part of the duties of every wholesaler and 
every jobber’s salesman, then he can fall into 
line, and in so doing, guarantee the optimistic 
outlook for the future predicted by those 
wholesalers who have given time and thought 
to this important subject. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 


Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 


Indicate Number of Wholesalers Reporting in the Respective Territories. 
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Its Mounting Sales Makes Selling Easier 


OUNGSTOWN-BUCKEYE Conduit sales have been 

steadily mounting — because it has won the esteem of 
the men who specify it, the praise of the men who install it 
and the good will of those who stock it. 


Year after year, more and more Youngstown - Buckeye 
Conduit has gone into service—and each installation leads 
to another. 







That’s why Youngstown-Buckeye Conduit sells easier—and 
builds up a profitable repeat business for you. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


of the oldest manufacturers of copper-bearing steel, under the well-known and established trade name “Copp 
General Officep—YOUNGSTOWN, OHIO 
DISTRICT SALES OFFICES: 







CLEVELAND—Union Trust Bldg. MINNEAPOLIS—Andrus Bldg. 
DALLAS—Magnolia Bldg. NEW ORLEANS-—Hibernia Bldg. 
DENVER—Continental Oil Bldg. NEW YORK-—30 Church St. 
DETROIT—Fisher Bldg. PHILADELPHIA —Franklin Trust Bldg. 


KANSAS ae MO.—Commerce Bldg. PITTSBURGH —Oliver Bldg. 
ONDON REPRESENTATIVE—The Youngstown Steel Products Co. 
Dashwood House, Old Broad St., tenon. E. C. England 


STOWN: BUC 


CONDUIT 
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“Terms Consciousness” 


Something the Industry Lacks 


By W. J. KRANZER, President 
Crannell, Nugent & Kranzer, New York 


VERY manufacturer, agent, dis- 

tributor, dealer or contractor has 
erected for his merchandise or labor 
a certain “terms” on which he expects 
payment; either 10 or 30 days; rarely 
more. 

That much we all do. Then we 
keep trying to enforce our terms, but 
in steps “Mr. Competition,’ and our 
customer tells us Mr. So & So is not 
so exacting, and if we want a share of 
his business we will have to acknow]l- 
edge “Mr. Competition” and do our 
business on his basis. 

It goes without saying, to survive, 
let alone prosper, our selling price 
must be competitive, but when we add 
thereto, or permit, extended terms, 
then we hand our banker a very con- 
siderable share of our profit. But, 
worst of all, we right then and there 
start building a list of customers 
from among whom we will, in due 
time, find the names of those concerns 
or individuals who make up our list 
of bad debts or bankruptcies. 

It is common knowledge, before a 
firm goes “broke” it is a slow payer. 
Hence, the fewer “slow-payers’’ you 
have, the less your credit losses will be. 

Only a stronger “Terms Conscious- 
ness’’ will make our electrical industry 
sounder in all branches and build up 
a credit for the men engaged therein 
among the bankers, and that is where 
we should all look for our finances. 

Over-expansion has caused many 
failures and the debacle of 1920-1922 
was caused largely by over-produc- 
tion, otherwise over-expansion. 

With a certain capital, you can do 
just so much business safely. Stretch 
your capital a little too much and 
you put yourself in jeopardy and to 
many men this means sleepless nights, 
and even broken health into the bar- 
gain. This applies not only to the 
electrical industry, but to all branches 
of trade. 

Let us start the year 1929, in all 
branches of our industry with a 
stronger “Terms Consciousness.” Let 
us, first of all, search our own con- 
science. Are we playing the game 
fair with our creditors? Let us make 
a firm resolve to insist of our debtors 


that they pay us on our own terms. 

Let Mr. Contractor say, “I cannot 
proceed further until my last bill is 
paid. No pay—no work!” 

Let Mr. Supplier, be he manufac- 
turer or agent or wholesaler, say, “No 
pay—No merchandise!” 

Don’t forget, the amount of work 
done and material used won’t diminish 
one per cent. Whatever business each 
one does, let him be paid for his share. 
Let each pay his own bills, and prob- 
ably earn cash discounts, that at the 
end of the year will certainly reflect 
themselves in the profit column, and, 
by the same token, credit losses will 
be curtailed and interest charges re- 
duced all around. 

This job of creating a “Terms 
Consciousness” is the job of every 
branch of the industry. 

Mr. Manufacturer has done the 
best job, so far, without question; 
that is, in regard to his sales to whole- 
saler, but there is lots of room for 
improvement. Yes, the job is only 
half done, for new wholesalers are 
born overnight, not on basis of capital 
invested and on the same terms as 
older established houses, but on sales- 
men’s recommendations that the new 
firm will put some old firm out of 
business. Many times have manufac- 
turers quoted even. lower prices to 
contractors than the  price—plus 
terms, they have asked of the dis- 
tributor. 

Mr. Wholesaler or Distributor cer- 
tainly cannot be proud of his job, for 
many have played a hit and miss 





game, not only as regards terms, but 
still worse, in most unwise credit ex- 
tensions, which have placed in the 
field many unworthy competitors of 
his good customers. 

Mr. Contractor! Yes, some say you 
are a sorry lot! Perhaps some of you 
are! But the industry needs you! 
The products of our thousand and one 
factories cannot get along without you. 
So if those at the top, the makers of 
your materials and the providers 
thereof, put their shoulders to the 
wheel, then you too should follow 
through. “Get Religion,’ and put a 
“Terms Consciousness” into your busi- 


ness, into the selling end, so that you, 
too, can apply it in your purchasing. 
Lest I forget, Mr. Contractor, in your 
dealing with the “General Contrac- 
tor,” use every safeguard that he does 
not try to become a Contract Breaker! 
Your bank will look up his credit, 
your supply house will help you, but 
be sure you get paid as your work 
proceeds. Promises are as piecrust; 
and “No pay—No work” should be 


written in your contract. 


New Years Time is the season for 
resolutions, so let us start the year 
1929 to put a “Terms Consciousness” 
into our industry. 

* * & 


Piedmont Installs Showroom 


The Piedmont Electric Co., Ashe- 
ville, N. C., has installed a showroom 
on the second floor of its building 
in order to aid the dealers of “Peco 
Proven Products” to sell their custom- 
ers and also to give them a display 
from which to choose their lines. 
Complete lines of domestic appli- 
ances, residential and commercial 
lighting equipment, and radio will be 
displayed from time to time, giving 
the dealer with a limited stock and 
small display the advantage of a com- 
plete electrical store in the city to 
which he can bring prospects and also 
have the sales service of Piedmont’s 
local salesman, who will be in charge 
of the showroom. The display will 
be interesting at all times inasmuch 
as the latest developments in electrical 
equipment will be shown in suitable 
surroundings. 

The above company has just re- 


cently added the entire line of Black 
& Decker electrical tools to its stock. 








John N. Willson, Roach-Appleton rep- 
resentative, Chicago, is not ashamed to 
be caught working early in the morning, 
hence the suspended timepiece. 
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American CIRCULAR LOOM COMPANY supply a complete line of electrical roughing- 
heartily endorses your efforts for the coming in materials, through its jobbers, to a con- 
year, with a wish for your prosperity. tinually increasing number of contractors over 
During 1929, the A. C. L. Company will national area. 


AMERICAN CIRCULAR LOOM CO. SAX= 24a 90 WEST STREET....NEW YORK 
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Perc-O-Toaster 








Stove 


Fast Selling Load Builders 





--that are-- 





Effective Campaign Numbers 


Be prepared! The record breaking turn- 
over achieved by the Armstrong line, dur- 
ing the past few months, is only an indica- 
tion of what is coming. Backed by a 
sound, successful merchandising plan, 
these fast selling appliances will do a 
greater business for your dealers in 1929. 
Make sure they are well stocked. 


Central station campaigns are being plan- 
ned now. The popularly priced, load build- 
ing Armstrong Appliances make great 
campaign numbers. Read the letter sent 
to all central stations. 


The Perc-O-Toaster combines a fast, efh- 
cient six-cup percolator that may be 
washed in water without injuring it, and a 


fast toaster of the ‘‘Flat’’ type, in one 
beautifully designed unit. Two appliances 
in one. 


The “Old South” Waffle Iron is unique. 
Equipped with a heat indicator “That 
Tells the Temperature”’ inside the iron, it 
has won instant favor. No more spoiled 
waffles. 


In nearly a half a million homes the Arm- 
strong Table Stove is rendering a real 
service. Formerly priced at $12.50—now 
$8.85—and made in colors too! 


Here's an opportunity for new business in 
greater volume. Be prepared—make sure 
you are well stocked. 
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News From The Wholesale Field 








Central States Opens Service 
Station 

Anticipating the removal of its 
main office and warehouse to Ogden 
Ave., near Lake St., the Central 
States G. E. Supply Co., of Chicago 
is opening a “Loop” service station at 
228 S. Wells St. 


~ * * 


Southern New York Company 
Elects New Directors 


G. W. Brooks, Elmira, N. Y., M. H. 
Georgia and E. C. Wehle, both of 
Binghamton, N. Y. were recently 
elected directors of the Southern New 
York Electrical Supply Corp., Bing- 
hamton, following the recent increase 
in capital stock of the company from 
$50,000 to $150,000. 

This company has warehouses in 
Elmira and Binghamton and has in- 
creased its capital stock for branch 
extensions to take care of increased 
business. E. C. Wehle is president, 


and their Salesmen. 
Month the Personal Element in the I ndustry. 
q Solicited in Making this Human Side of the Magazine More Interesting. 


THE JOBBER’S SALESMAN Maintains Men tn the Field, it Sends 

out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to | 
Your Co-operation 1s 


J. L. Smith, vice president, and A. H. 
Dean, secretary of the company. Mr. 
Dean is a new member of the organ- 
ization, being formerly associated with 
a shoe manufacturer. The company 
has taken on the trade name “Wehle 


Electric.” 
+ =e 


Tel-Electric Makes Important 
Change 

The Tel-Electric Co., Houston, 
Tex., effective January 1, is now be- 
ing operated as a branch of the Elec- 
tric Appliance Co., Dallas, the latter 
being owned by the Westinghouse in- 
terests. This house will operate under 
the name of the Electric Appliance 


Co., with L. F. Philo as local manager. 
* * * 


Commercial Electric Gets 
Grand Rapids Branch 
The Commercial Electric Supply 
Co., Detroit, has purchased the whole- 
sale electrical business from the Rose- 
berry-Henry Electric Co., Grand 





Rapids, acquiring complete stock of 
merchandise and a lease on the build- 
ing formerly occupied by the latter 
firm. Roseberry-Henry is now carry- 
ing on a retailing, electrical contract- 
ing, and motor repair business. 


Earl D. Leitch, well known in the 
Grand Rapids territory, is manager of 
the new branch and is assisted by 
three clerks and two salesmen, both 
of whom have been selling electrical 
supplies in that territory for a num- 


ber of years. 
* * ” 


Eaco Buys Diamond 


The Electric Appliance Co., Chi- 
cago, has purchased the Diamond 
Electric Supply Co., Peoria. W. H. 
Paschen is manager of electrical sales. 
H. Krudup, Jr., is manager of auto- 
motive sales while Gene Lucchini and 
G. A. Magruder will be store and 
service manager, and radio service 
man, respectively. 








Here is the capable sales force of the Varney Electrical Sup- 
ply Co., Indianapolis. Reading right to left: C. G. Lammers; 
J. H. Campbell; R. L. Brown; Rolland Woodruff; Harry Davis; 


Graffunder. 


O. L. Ferguson; R. T. Rogers; C. O. Johnson; H. V. Woleben; 
F. M. Wolf; S. D. Bishop; M. L. Bass and, on the end, L. P. 
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Couplings 


APPLETO 


STANDARD FOR 





Ty, ip e ee C a” 
Rectangular Unilet 
with No-Thread 
Adapter 
Sor Steeltubes 





sell 


No threads are needed on the new 
Steeltubes (thin wall conduits) 
when you use the new Appleton 
No-Thread Adapters. These screw 
into the hub of any 19”, 34” or 1” 
threaded type Unilet and grip the 
conduit securely. 

The new No-Thread Adapter 
practically makes a No-Thread fit- 
ting out of the threaded type Uni- 
let or any threaded conduit fitting. 







For Steeltubes 


(THIN WALL CONDUITS) 


No other special parts are needed. 
No-Thread Couplings and No- 
Thread Connectors have also been 
designed by Appleton to take this 
new thin-wall conduit. 
You can always depend on Ap- 
an to supply the most up-to- 
ate and highest quality electrical 
fittings. You will find the above 
and many other new fittings in our 
catalog 9AM. Send for copy today. 


Sold through jobbers 
APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue 


New York—150 Varick St. 
Los Angeles—340 Azusa St. 





No-Thread Coupling 
for Steeltubes 


and CONDUIT 






- Chicago, U. S. A. 


San Francisco—655 Minna St. 
Seattle—628 Railroad Ave. 





No-Thread Connector 
for Steeltubes 


FITTINGS 
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Appleton No-Thread Adapters 


and Connectors 


(PATENTS APP. FOR) 


NILE TS 


BETTER WIRING 
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The fitting that 
comes out of the line separately 


Besides saving time and money on the first 
installation, KONDU has no rival for ease in 
making changes. 

When any minor change in your conduit sys- 
tem is needed—KONDU is doubly appreciated. 
It’s the only fitting that can be taken out of the 
line without disturbing any other part of the in- 
stallation. — 

And is just as easily replaced by another 
KONDU having different outlets. 


~ wo 


First in the field of threadless fittings - - can be : 








i tues 








aes ei less: 











[}less Fittings now in service 
fully developed and perfected by 


an unequaled experience 
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BOA Gino 
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In 1929—~you'll save time and labor with this depend- 
able perfected threadless fitting 

You can easily see why electrical men have shown such a strong 
preference for KONDU threadless fittings, ever since the first KONDU 
fittings were made in 1925 — and the KONDU of 1929, with three 
years of experience behind it, is even better. 

Constant improvement has been our policy since the threadless 
type fitting was pioneered by us several years ago, and accepted as 
the easiest and lowest-cost conduit fitting. 


Features that keep KONDU years ahead of its field 


For example, the KONDU box is the simplest fitting to install: 

Just slip the fitting over the conduit end, tighten the lock nut, 
and it’s in—to stay. A beaded bushing inside the KONDU fitting 
serves as a shoulder for the conduit, protecting the insulation. 

And KONDU is the easiest fitting to line up! It has a ball-and- 
socket action which you find only in KONDU, permitting exact align- 
ment when tightened—and then holds rigidly. 


It’s malleable iron—no breakage or cracks 


Why do we make KONDU of malleable iron, when we have a com- 
plete gray iron foundry? 

Because, by making KONDU of the best grade of malleable iron, 
we cut your breakage to zero. If one of your men drops a KONDU 
fitting, he doesn’t shatter it. And if he clamps KONDU on conduit 


too tight he doesn’t snap the hub or the box. 
Write for a description of the perfected KONDU fittings — the 
line is complete, meeting every standard electrical requirement. 


ERIE MALLEABLE IRON CO., ERIE, PA. 


Showing how conduit can be in- 
stalled before the KONDU fit- 
tings are put on the lines. 


Note how KONDU fittings go on 
bent conduit as easily as on 
straight lengths. 


In the complete line of KONDU 
fittings there’s the exactly right 
combination to meet every stand- 
ard electrical requirement. 


laken out of the line anywhere, at any time 


of 


Here are just a few 
of the many reasons 
why KONDU fittings 
are so widely accepted 
as the standard: 


(1) 


(9) 


(10) 


KONDU_ goes in 
faster—saves work- 
ing time—costs less 
in place. 

The only fitting 
with ball-and-socket 
adjustment. Easily 
aligned to any angle 
—and then holds 
rigidly. 

KONDU is a union 
in itself. 

The fitting that can 
be easily and in- 
stantly changed 
without disturbing 
the rest of the con- 
duit line. 

No turning of fit- 
tings necessary to 
align opening—since 
KONDU was intro- 
duced. 

No threading of 
conduit, since 
KONDU was intro- 
duced. 
KONDU Reducer 
eliminates the use 
of reducer boxes. 
When removed from 
the line, KONDU 
fittings can be re- 
turned to stock for 
future use. 

No scraping of the 
enamel from the 
conduit—g round 
rings give perfect 
conductivity. 
KONDU is_ vibra- 
tion-proof. 


the country’s largest 


broadcasting stations insures clearer 
broadcasting by standardizing on 
KONDU fittings. 
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ive News | 
bout Live Ones _| 





Jack Gogein and Chas. Schlaeger 
are two new salesmen with the Mori- 
son Electrical Supply Co., New York 
City. 

ELLswortH ALLEN is now traveling 
out of the Albany, N. Y., house of 
H. C. Roberts Electric Supply Co., 
covering northern New York state 
which was formerly handled by H. E. 
Case. Mr. Case left the Roberts 
company to become associated with 
the Burhaus Electric Construction 
Co. in Troy. 


THe Penn Electric Engineering 
Co., Scranton, Pa., has employed 
Ronald Lewis as a salesman. Edison 
Lanyon, formerly shipping clerk, has 
been transferred to the office, assisting 
in sales promotion work. 


Jim Mutrain, who for fifteen years 
has been selling electrical supplies ex- 
clusively for the Hardware & Supply 
Co., Akron, O., has added radio sup- 
plies to his collection, with Crosley 
and Amrad heading the list. This 
company has added Vincent Quigley 
to its Akron city sales force, selling 
the Crosley and Amrad lines. 


K. R. Ciemens is another salesman 
on the staff of the Electric Contractor 
& Supply Co., Des Moines, Ia. 


S. Smart was recently promoted 
from his position of counter man to 
handle all government business, quo- 
tations, etc., for the H. C. Roberts 
Electric Supply Co., Washington, 
D. C. The company reports a de- 
cided increase in sales since this 
change was made. 


Tue Convinentat Electric Co., 
Kansas City, Mo. has increased its 
staff by two—H. L. Waldo in the 
city sales department and Ed Haling, 
assisting in the shipping department. 


Ear Rernxe, Manhattan Electrical 
Supply Co., St. Louis, Mo., has taken 
unto himself a wife. On November 
17, Earl married Miss Adeline Pop- 
pler, also of St. Louis. It may be the 


start of an epidemic, as they tell us 
Cliff Dye is drawing chalk pictures of 
hearts with arrows through them all 
over the warehouse walls. Miss Emma 
Braun is the beauty in the case. 


J. E. Fasano, formerly counter 
man for the California Electric Sup- 
ply Co., San Francisco, has been 
given an outside job and is now 
traveling the coast and inner valley 
towns. Mr. Fasano has been con- 
nected with above firm for a number 
of years and has a wide acquaintance- 
ship. 


Jobbers Sales Activities 

H. C. Roserts Exvectric Supriy 
Co., Albany, N. Y¥Y.—The efforts of 
this company are being expended on 
Westinghouse lamps. 


Lake States Generat ELectric 
Suppty Co., Akron, O.—A three-ply 
campaign has been started on Hot- 
point appliances, G. E. cleaners and 
G. E. Tungar battery chargers. 


Western Ligut & Fixture Co., 
Los Angeles, Calif—Majestic Heat- 
ers are being intensively campaigned 
by this company. — 

* * * 
Changes in Personnel 

C. Hax McCuttoveu has been ap- 
pointed sales manager of the W. T. 
McCullough Electric Co., Pittsburgh, 
Pa. He replaces G. G. Otto who re- 
signed. 








A fine spirit of co-operation enabled us to get this view of the boys at the Double- 
day-Hill Electric Co., Pittsburgh, Pa. Not only did they wait while “Hard Luck 
Sam” was getting eut of jail, but they climbed to the roof to get away from the 
street traffic. In the upper group is the inside force. Standing, left to right: H. M. 
Lang, service manager; K. N. Nichols; J. S. Sloan; George Richardson; N. W. 
Heakin; E. W. Hillman, treasurer, and G. W. Provost, president. Front: C. O. 
Rombach; W. B. Megoran; Wm. H. Uhl; J. F. Farkas, and J. W. Shane. Below 
is the outside sales force, or nearly all of it. Standing, left to right: G. F. Slocum; 
C. D. Slack; T. E. Costine; R. C. Eckert; H. C. Casper, and R. C. McDaniels, of 
Bussmann Mfg. Co. The squatters are: J. S. Husson; J. V. Jacka; Frank Ambrose; 
F. P. Ellis, and C. W. Roy, of Wheeier Reflector Co.: H. H. Tully, sales manager, 


was out, much to our regret. 














January, 1929 THE sospBER’sfA)SALESMAN 39 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 












The Popular Line of 


Interchangeable Porcelain Fittings 















FPE-936 





SPC-933 





Moderately Priced— Attractive Appearance 


FLEXIBLE STOCKS 








No. 944 A wide variety of Ceiling Units and Wall 
BracKets available by combining these 
caps, bases and bodies 











THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW Og 


The complete line of Wiring Devices 














No. 957 
= 
No. 937 No. 962 No. 956 No. 925 No. 917 No. 914 No. 904 No. 903 No. 902 No. 908 
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Introducing part of the sales force of the H. Poll Electric Co., Toledo, O., and 


a couple of manufacturers’ men. 


Standing left to right: C. F. (Cliff) Powers, 


manufacturer’s representative; Phil Kein; N. A. Christy; Miss E. Trutiger, and 


Henry Poll. 


Below, Arthur Spillman of Westinghouse, and C. A. Stewart. 





Lines Added by Wholesalers 

Tue Nortu State Evectric Sup- 
pty Co., Raleigh, N. C., has taken on 
the All-American “Mohawk” line of 
radio receivers for North Carolina. It 
has also been appointed a distributor 
of Hubbard & Co.’s pole line hard- 


ware and specialties. 





Tue Atiantic Exvectric Co., Nor- 
folk, Va., has been appointed a dis- 
tributor of Standard electric ranges 
in the territory covered by the At- 
lantic company. 





Tue Lappin Exectric Co., Mil- 
waukee, has been added to the list of 
“Philco” representatives. Lappin will 
cover the Wisconsin territory on this 
line. 





Tue Fox Exectric Suprpty Co., 
Elgin, Ill., is now distributing Square 
D switches and “Shamrock” radio re- 
ceivers. 

Jobbers Active in Associations 

F. L. Murpock, of Nelson & Co., 
Tulsa, Okla., has been accepted as a 
member by the Mid-Continent Pur- 
chasing Agents Association, Tulsa. 





KENNETH MclIsaac, a_ salesman 
with the Voye Electric Supply Co., 
Boston, Mass., has been elected presi- 
dent of the Dorchester Electrical 


Salesman’s Association. 


Roberts of Washington 
In New Quarters 

The H. C. Roberts Electric Supply 
Co., Washington, D. C., has moved in- 
to new quarters at 1216 K St., N. W. 
All modern facilities for the rapid 
handling of stock and orders have been 
installed by the company. 

* * * 


“Colonel Bob” Churchill Heads 
New Orleans Club 

“Colonel Bob” Churchill, president 
of the Electric Appliance Co., New 
Orleans, La., has been honored with 
the presidency of the Pickwick Club, 
one of the oldest and most exclusive 
in the south. 

Besides being a prominent figure in 
the electrical industry Colonel Church- 
ill has identified himself with a wide 
diversity of interests in the state 
of Louisiana. He has been active 
in college fraternity work, volunteered 
for service in the Spanish-American 
War and was for 14 years active in 
National Guard affairs, serving the 
last five years of that period as As- 
sistant Adjutant General of Louisiana. 
Later, becoming president of the state 
chapter of the society, Sons of the 
American Revolution, he established 
the Galvez division, giving the Louis- 
iana chapter the second largest mem- 
bership in the country. 

Colonel Churchill has been active 
in historical work, giving valuable 


contributions to the Louisiana His- 
torical Society. He was a former 
president of the Louisiana Archeo- 
logical Society and made a number of 
trips to Central and South America in 
the interests of this organization. 


Mr. Churchill’s father assisted in 
the organization of the Pickwick Club 
and was its first president 70 years 
ago. 

* & * 


Penn Electrical Engineering 
Company Wins Trophy 

The Penn Electrical Engineering 
Co., Scranton, Pa., was recently pre- 
sented with the trophy offered by the 
Westinghouse Electric and Manufac- 
turing Company to the agent-jobber 
who should sell the largest percentage 
of their bogey during the automatic 
iron campaign conducted during May 
and June 1928. 


The trophy—a gold plated replica 
of the Westinghouse Automatic Iron 
suitably inscribed with the name of 
the winner—was presented to Gus 
Smith, president of the company by 
R. E. Imhoff of the Westinghouse 
Company at a dinner in Scranton, 
given to the employes of the jobber 
in commemoration of the event. 


The winner and the jobbers who 
were runners up in this interesting ac- 
tivity with the percentage of their 
bogey reached were: Penn Electrical 
Engineering Co., Scranton, Pa., 151; 
Tel Electric Co., Houston, Texas, 127; 
Rochester Electric Supply Co., 
Rochester, N. Y., 120; Iron City Elec- 
tric Co., Pittsburgh, Pa., 119; Wet- 
more-Savage Co., Boston, Mass., 115; 
Mann Electric Supply Co., Greenville, 
S. C., 118; Tafel Electric Co., Louis- 
ville, Ky., 108, and Mills and Lupton 
Supply Co., Chattanooga, Tenn., 101. 


+ t+ 


Kemper Visits Buffalo 


Wm. Kemper, manager of Listen- 
walter & Gough, Inc., Los Angeles, 
Calif., was a recent visitor at the Buf- 
falo plant of the Federal Radio Corp., 
staying over for several days so that 
he might become acquainted with all 
company officials and observe factory 
production of Ortho-sonic receivers. 
Mr. Kemper also joined the reception 
committee formed to greet W. H. 
Tait, Toronto, Ont., wholesaler, when 
his plane landed at the Buffalo air- 
port to pick up a supply of ‘H’ model 
receivers for the Ontario trade. 
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Fic PRODUCTS 


Armored Cable 
Flexible Steel Conduit 


PROSPERITY }\ Non-Metallic Sheathed THRU 1929 


Cable 


Non-Metallic Conduit 
(Loom) | 


Sold through re ae the Jobber 


EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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The Doermann-Roehrer Co., Cincinnati, has a very successful electrical department. 


Harland Kain (left) is its manager. 
Kirsh, and Al Dietrich. 


The boys with him are: J. H. Schenkel; V. J. 





Garity Resigns From American 
Wholesale Corporation 

Charles H. Garity, who for the past 
nine years has been manager and buy- 
er of the hardware, electrical and 
radio departments of the American 
Wholesale Corp., Baltimore, Md., re- 
cently resigned, effective December 
31. 

Mr. Garity began 29 years ago with 
the Western Electric Co., New York, 
resigning his position there as buyer 
of raw materials to enter the hard- 
ware field where he became associated 
with the Neal & Brinker Co. Later 
he became associated with Alfred T. 
Sullivan in the publication of the 
Hardware Directory and Catalogue. 
From 1913 to 1918 he was secretary 
of the B. B. Neal Hardware Corp. but 
was called to Washington in 1918 to 
serve as buyer in the Quartermaster 
General’s office, hardware and metals 
division. Mr. Garity was commis- 
sioned a captain in the Quartermaster 
Corp. 

Mr. Garity has made no announce- 
ment as to his future plans. He re- 
sides at 100 Beaumont Ave., Catons- 
ville, Md. 


* * * 
Ketcham Heads Graybar 
Frank A. Ketcham, who started in 
1900 as a stock room apprentice, was 
elected president of the employé 
owned Graybar Electric company of 
New York at the first meeting of di- 


rectors recently. He succeeds Albert 


L. Salt, who was elected chairman of 
the board. 


Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and wholesalers 
through its various divisions, for No- 
vember, 1928, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
eleven months’ period of 1927 and 
1928. 


Change in New York 

Mechanics’ Lien Law Proposed 

Building construction interests in 
the state of New York have been in- 
strumental in drafting a revision of 
the State Mechanics’ Lien Law, to be 
introduced at the next session of the 
legislature, primarily for the purpose 
of preventing the use of building laws 
for purposes other than the cost of 
work. 


The amendments to the act provide 
a time before which no mechanic’s lien 
will attach and also a notice of com- 
pletion for the purpose of providing 
equality of lien rights amongst the 
trades. 


Provision is made to preserve the 
money due the general contractor to 
meet subcontractors’ claims, through 
the 10 per cent retention clause and a 
verified statement of amounts due con- 


tractors. 
- * * 


A Musical Salesman 


Somebody in York, Pa., wrote in to 
the effect that “Tom” Donohoe, radio 
man for John E. Graybill & Co., pur- 
chased for himself a home in the ex- 
clusive West End. We heard Tom 
could not occupy an apartment now, 
since he has started playing a saxo- 
phone. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
NOVEMBER 30, 1928 


NUMBER OF ACCOUNTS REPORTED 


% 





‘oO 
Increase Increase 

November or 11 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
ew Tete 5 ici Se fee 219 207 — 548% 38355 3147 — 62% 
Middle & Southern Atlantic .... 177 134 —24.3 % 1862 2059 +10.6 % 
ee Ae er eer 164 126 —23.1 % 1716 1442 —15.9 % 
Pee OR ot. 04950. CES 26 6 —16.9 % 195 131 —82.8 % 
RNS 55. 30.0 ckids co aos 700 634 — 943% 9717 8184 —15.8 % 
TOTAL 1286 1107 —13.9 % 16845 14968 —11.2 % 

TOTAL AMOUNTS REPORTED 

% 0 
November Increase ~ Increase 

Division 1927 1928 or 11 months or 
i a: Se $ 29,476 $ 34,260 Decrease 1927 1928 Decrease 
Middle & Southern +16.2 % $ 517,544 §$ 456,156 —118 % 
P| aes nee 17,116 16,220 — 5.25% 228,182 264,031 +183 % 
New England ........ 20,516 17,272 —158 % 203,697 181,694 —10.8 % 
PRR: COG © rs0o 0s 3,012 703 —716.6 % 23,340 17,832 —23.5 % 
NE 4 os vaeiav es oe rey 78,238 179,282 + 1.34% 1,070,081 968,345 — 9.51% 
TOTAL $148,358 $147,737 — .41% $2,037,844 $1,888,058 — 7.385% 

AVERAGE AMOUNTS 

November 11 months 
Division 1927 1928 1927 1928 
Wow Wert is 34 foe IRA ies eee $135 $165 $1698 $1617 
Middle & Southern Atlantic ................. 97 121 1338 1407 
ie. OO Ce Poe ree re 125 137 1306 1390 
PU OEE av Oa are s Seat oaks vos doe vy tae 115 117 1589 1335 
CIEE. odd b osiew ac 04 bits bh deee sane 112 125 1223 1299 
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et Ready 
G; anew deal on 


an established source of sup- ee 


ply on quality fan equipment 
tion, 
LANNING of an electric fan sales campaign cannot 
begin too early in the year and the first and most im- 
portant consideration is—determination of the line to 
be carried. 
The Diehl line is as complete as could be desired. Desk, 
bracket and ceiling fans of every popular size and type are 


—with reasons for considera- 
included with exhaust and ventilating fans and special pur- 
pose fans, for industrial and domestic purposes. 
Forty years specialization has taught Diehl how to manu- 











Desk and Bracket Fans 





facture motors and fans that are standards for good appear- bf 

ance, long life and freedom from trouble and dealers are 

proud to display the Diehl line. — te 
Ample stocks are maintained in leading trade centers and 

the Diehl policy of sale assures full protection of jobbers Ceiling Fans 


and ample margin of profit for jobbers and dealers. 
For a profitable season “Deal with Diehl” on Fans. 


DIEHL MANUFACTURING COMPANY 
Electrical Division of THE SINGER MANUFACTURING COMPANY 
ELIZABETHPORT, N. J. 


Atlanta Boston Chicago Columbus Dallas New York 
Philadelphia Pittsburgh St. Louis 





Exhaust and Ventilating 


Deal with oe 
DIEHL 






“Wind-O-Vent” Home 


<3 








Fans 
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A Good Article 
To the Editor: 

The recent article on the early his- 
tory of the origin of the Jobber’s 
Association by Fred P. Vose was most 
interesting and he covered the subject 
in a masterful way. 


Tuos. G. Grier 


We Take a Bow 
To The Editor: 

I wish to take this opportunity to 
thank you for your letter which had 
enclosed a check for August contest 
on Day Fan Electric products. 

May I thank you also for the two 
prizes I got from your own organi- 
zation for turning in my reports. 

I trust that my efforts on this line 
may ever increase and at same time 
assuring you of an earnest booster 
for Jobber’s Salesman, as it in itself 
has given me many, many pointers 
which I’ve been able to apply in my 
own territory. 

Grorce M. Haropina, Jr. 
Franklin Electric Co., Phila., Pa. 


¢ #2 @ 


Building Volume With Outside 
Lines 
To the Editor: 

We have added to our electrical 
lines: lacquers; paints; Winchester 
shot gun and shelis; cutlery; sundry 
items of shelf hardware; lawn mow- 
ers; garden hose; electrical toys, and 
mechanical toys. 

We are devoting more attention to 
the sale of lighting fixtures, floor and 
table lamps. 

As we handle radio and automotive 
accessories, this gives us a complete 


Letters 


to the 
Editor 


list of dealers including furniture 
stores, department stores, music stores, 
hardware stores, drug stores—in fact 
every class of trade. 

We are picking the popular selling 
items in the various lines with the 
hope of building the volume without 
increasing our operating expense ap- 
preciably. 

P. Stern 
President, Interstate Electric Co., 
New Orleans. 


* * * 


In Appreciation of 
Dr. Beckman 


To the Editor: 

The writer wishes to express his 
profound appreciation of the articles 
of Dr. Beckman which have just been 
concluded in Tue Jopser’s SALESMAN. 

Dr Beckman’s analysis of the job- 
bers position in the electrical industry 
should be of great importance and 
value to every jobber and help con- 
siderably in the solution of various 
problems confronting him, especially 
in his relations with the retail dealers. 

The growth of the large department 
stores and the chain stores with their 
methods of scientific merchandising 
are causing considerable consternation 
to the average retail dealer. The in- 
dependent retail dealer must do some- 
thing in order not to let his business 
slip away from him. Unfortunately 
however, he does not go to the bottom 
of the matter but reasons from mere 
appearances. 

It seems to him that the cause of 
the chain stores getting the business 
is due to their ability to buy and sell 
cheaply. If he could buy as cheaply 
as the chain store he could meet their 
competition. As a result of it the job- 
ber comes in for all the blame. The 
retailer thinks it is the jobber that 
adds unnecessarily to the cost of the 
dealer’s price. It is the jobber that 
prevents him from buying it cheaper 
direct from the manufacturer. 

It is therefore, the jobber’s duty 


for his own good, his customers, as 
well as the industry at large to try to 
dispel this erroneous notion. This 
can be done by the jobber properly 
understanding his own vitality in the 
industry and being in a position to 
convey these ideas to his trade. 

It is well to compare for the sake 
of analogy the relations of the manu- 
facturer, jobber, and retail dealer to 
three departments of one organization 
—each with a different function but 
with one common aim. The purpose 
of the manufacturer, jobber, retailer 
is to profitably reach the consumer 
with their goods—each performing a 
different part in obtaining this goal. 

The retailer must realize that the 
cause of the success of the big chain 
stores does not lie so much in their 
purchasing ability as in their methods 
of merchandising. These methods 
can and must be utilized by the aver- 
age dealer. 

The independent retailer must learn 
not to hide his goods behind obsolete 
and old-fashioned counters. He must 
learn to light up his store, display his 
merchandise attractively, and not only 
sit and wait for customers to come in 
his store but to utilize all available 
help to bring them in—telephone, cir- 
culars, neighborhood movies and many 
other means can and should be used 
with good results. 

The jobber must assist in the dis- 
semination of these ideas among the 
customers as well as to understand 
them himself. Articles like Dr. Beck- 
man’s are of considerable help. 

Tue Jopper’s SALESMAN therefore, 
deserves the thanks: of the jobbers or- 
ganization for making such articles 
available. 

Meyer D. CoL_en 
The Frankelite Co., 
Cleveland 








“Oh, man! Don’t dey look natural? 
Dem’s de finest bunch o’ minstrel men dat 
evah robbed a chicken-coop!” When this 
galaxy of histrionic and musical talent gets 
hot the audience goes crazy. Every year 
they put on a big show at the National 
Electrical Supply Co., Washington, D. C. 
All are employes. 
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OLIVER UNIFORM 


GALVANIZING 
ASSURES 


CFree running threads 
Greater resistance 
to rust 











rials are given the super 


When you recommend and 
protection of two coats of zinc by 


sell the Oliver Line you carry a 
top notch line of pole hardware that the new exclusive Fassinger Process 
has many exclusive selling features. of Galvanizing that not only adds years 
For example, all Oliver Pole Line Mate- of life against weather exposure but also 

assures clean, uniformly coated threads and a brighter, 

smoother finish. Why not inquire into the profitable possi- 

bilities of Oliver Pole Line Materials—the line that makes old 

customers out of new customers? 


OLIVER IRON AND STEEL CORPORATION 


South Tenth and Muriel Sts. Pittsburgh, Pa. 
Established 1863 


OLIVER “® MATERIALS 


_ 


APPROVED AND — CCEPTED SINCE 1894 
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Tennant Bros., Dallas, Texas, recently gave a dinner to its 
electrical dealers, the occasion being the first anniversary of the 
company in the San Antonio territory. After the dinner, and a 
sales talk by Roger L. Tennant, the meeting was thrown open 


to a general discussion. The main purpose of the meeting was 
to impress on the dealer the necessity for every member of his 
organization having a thorough knowledge of the lines handled 
in order to achieve lasting success, 





Worthington Celebrates 


Centennial 

The George Worthington Co., 
Cleveland, O., celebrated its 100th 
birthday in December. The company 
was started in 1829 by a young Utica 
hardware clerk, who journeyed into 
the Western Reserve on horseback, 
and seeing the need of workers on the 
Ohio and Erie canal for more efficient 
tools set up a hardware store with 
$500 borrowed capital. 

On December 27, there were 125 
salesmen, who cover a territory of ten 
states, in attendance at the celebra- 
tion, men who are now representa- 
tives of a company which has grown 
to huge proportions. 

A most attractive book has been 
issued by the company giving the his- 
tory of its development and progress. 
A beautiful Christmas card has also 
been mailed out as a tie-up with the 
book. 

A unique side light in the com- 
pany’s history is the length of serv- 
ice of its high officials. General Bar- 
nett, who fought through the Civil 
war, became president upon Mr. Wor- 
thington’s death in 1871 and served 
in that capacity until 1911 when he 
died at the age of 90. 

George Deming, who was made 
vice-president in 1887, was a strong 
factor in the company’s success for 
50 years. His death occurred in 
1909. 

James Storer, who was a member 
of General Barnett’s regiment, served 
the company from 1865 until 1914. 

The present officers are: W. D. 
Taylor, president; C. A. Jewett, first 
vice-president; H. H. Rudd, second 
vice-president, and A. J. Gaehr, sec- 
retary-treasurer. The board of di- 
rectors, in addition to the officers, con- 


sist of Paul H. Deming, Ralph Wor- 


thington, eldest son of the founder, 
and Thomas Goodwillie. 

David Aiken, who helped to or- 
ganize the electrical department in 
1902 is in charge of that department. 

* * * 
Kingston Becoming Distribu- 
tion Center 

“The appointment of William Davis 
Hawk as a distributor of ‘Universal’ 
appliances in the Hudson valley terri- 
tory is an important step in the 
progress of the wholesale electrical 
industry in Kingston,” according to 
Mr. Hawk, president of the company. 

“Kingston is serving a territory ex- 
tending from the Housatonic valley in 
Connecticut in the east to Pennsyl- 
vania in the west. The ability of 
Kingston wholesalers to economically 
serve dealers in this extensive terri- 
tory is making this city a factor in 


the electrical industry. A few years 
ago the bulk of this business went 
to New York and Albany, but Kings- 
ton’s shipping facilities have made it 
profitable for wholesalers to establish 
businesses which are adding to the 
prosperity and importance of our 
city.” 


* * * 


The Cost of Light 


It may sound like a paradox, but 
electric light actually costs less than 
natural light inside the house. Day- 
light may be free but it costs a lot 
of money to bring it indoors. If one 
adds up to the additional cost of plac- 
ing windows, shades, curtains, hang- 
ings, screens, weather-strips, painting, 
cleaning, laundering curtains and loss 
of heat through radiation, he will find 
the cost of daylight surprisingly high. 
To these can be added the extra cost 








iss 


Ee > > * 
Fn es tn tis Peart inna 


Presenting the “Flying Squadron” of the W. T. McCullough Electric Co., Pitts- 
burgh, in other words, the shipping and warehouse boys. Rear, left to right: W. E. 
Stemmler; P. Salley; J. D. Scanlon, and T. B. Williams, superintendent. Front: 
R. C. Clinton; A. Posch; C. Stroje, and J. Marcus. 
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ET Wintry Winds 


remind you of 
_ Next Summer’s Fan Sales 


? i “ HE North wind doth blow, and 
we shall have snow,’—and what 
will the Jobber’s Salesman do 

then?—He’ll realize that next August 

there’ll be a lot of South wind, and 

West wind; hot winds 

that will create a vast 

longing for the cooling 
draft of a good fan 

(R & M Fans). He will 

realize that cold weath- 

er is only a merciful 
provision of nature to 
stimulate his activity 

and help him turn in a 

larger volume of fan 

sales without getting 





overheated. He'll remember that 
R & M to the trade at large represents 
a pioneer organization that has always 
led the field in quality of product, prof- 
it margins and four-square relations 
with jobber and dealer. 

Then he'll button up 
his ulster and up and 
atem! 

Offer your dealers an 
even better sales plan 
than they had last year. 
Complete details in our 
big book, now _ being 
printed and ready to 
mail out when your re- 
quests come in. 


Robbins & Myers, Inc. 


Springfield, Ohio 
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frequently incurred in area-ways, 
light wells and walls set back from 
property lines so that light may enter. 

In this connection, President Ark- 
wright of the National Electric Light 
Association tells an interesting story 
of his own office. It seems that it 
has two windows which for fire pro- 
tection have wired glass. He asked 
the building manager to replace them 
with plain glass so that the light 
might filter through. He was told 
that additional insurance premium re- 
sulting from the change would be 
$125.00 a year. The electric light 
could be kept shining in the room 
every minute that he occupies it and 
the bill wouldn’t amount to even the 
extra insurance premium necessary to 
entice the daylight through the win- 


dow. 
* * * 


When Orders Surprise 

At the Iowa meeting of the Elec- 
tragists held the week of October 22 
in Dubuque the members of that body 
surprised the wholesalers in a very 
graceful manner which was highly ap- 
preciated by the latter who were 
there from all over the state. At the 
banquet a mail carrier appeared with 
a large bundle of letters. Every 
wholesaler present was remembered 
and in the letters were bona fide or- 
ders for construction materials and 
supplies from contractors. These or- 
ders totaled over $35,000. 

Thomas F. Kelley, vice-president, 








Some of the folks at the Belasco Electric Supply Co., Chicago. Left to right: 
Abe Bruckman; Belle Ordower; Samuel Kaplan; Charles Stewart; Jack Brinkman. 


contractor, and B. B. Kaplan. 


The Kaplan brothers are the proprietors. 





and manager of the Davenport house 
of the Crescent Electric Supply Co. 
acknowledged the receipt of these 
handsome orders for the wholesalers. 


x * x 


Competitive Golf 

The Washington electrical league, 
some time ago, claimed they had some 
fine golfers in their midst, and issued 
a challenge to Baltimore electrical 
golfers for a match. 

The Baltimore “Electragists” have 
had no regular team, so an unofficial 








In the new building recently constructed by Westinghouse in Utica, N. Y., is 


located the H. C. Roberts Electric Supply Co., Westinghouse agent-jobber, warehouse 


facilities for Roberts, Westinghouse sales warehouse, and Westinghouse service de- 


partment. 
four activities. 
Roberts company. 


This is the only Westinghouse building in the country which houses all 
The photograph shows that part of the warehouse used by the 





and self-appointed team of Baltimore 
electrical golfers went over to Wash- 
ington and trimmed them by a very 
comfortable margin. 

The Washington team was com- 
posed of the following: Doc Souder, 
electrical contractor; Joe Krichner, of 
Biggs and Kirchner, electrical con- 
tractor; Jack Reese, of Doubleday 
Hill and Co., and Arthur F. Carroll, 
of Carroll Electric Co. 

The Baltimore team was composed 
of the following: Charley Corrigan, 
of National Metal Moulding Co.; 
Mason Wood, of Baltimore Gas Light 
Co.; A. W. Milcke, of Riggs Distler 
Co., electrical contractor, and Ed 
Buel, of National Lamp Works. 


ee 


Erner Takes Prize with 
Seven Pound Salesman 


W. W. Adams, sales manager of 
Erner Electric Co., Cleveland, at one 
end of wire: “Hello, Mr. Sidway? 
I’ve just hired a new salesman.” 


James Sidway, vice-president and 
general manager of the same company, 
at the other end of wire: What’s his 
name? (This in a withering voice 
meaning “How in the————do you 


get that way—without consulting 
me?’’) 

W. W. (still optimistic): “His 
name is W. W. Adams, Jr. He’s just 


arrived and weighs seven pounds.” 


Needless to say W. W. Jr. was im- 
mediately placed on the staff. Mrs. 
Adams and the junior are fine. 
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er with 
Y STANLEY 
} ELECTRIC 

DRILL/ 


OUR customers look to you as 
an authority for good equipment. 
Stanley Electric Drills with their power, 
their fine balance and their satisfactory per- 
formance on production work make a line 
of powerful tools that you will be proud to 
offer to your trade. 

Because it combines a powerful motor with well bal- 


anced design, No. 142 is a good one to recommend for 
the severe usage demanded by mill and factory work. 


Catalog No. $59s describes the full line of Stanley 
Electric Tools. Copies for yourself and your “a 





3» 
















A canley Ele et customers free on request. Address: 
ieee The Stanley Rule & Level Plant, 

No. 141—\” Standard Duty $30.00 New Britain, Conn. 

No. 142—\" Heavy Duty 40.00 

No. 562—/16” Heavy Duty 44.00 

No. i2i—i" Srandara I Duty $4.00 Stanley El Drill No. 142 

- 121— 4 Stan . tanley Electric Drill No. 

No. 122—%" Heavy D ; ; 

No. seas" ch alll vp —l4" Heavy Duty. Price $40. 

No. 341—” Standard Duty 70.00 One of a complete line 

No. 342—%”" Heavy Duty — 78.00 aie of powerful Electric Tools. 
GRINDER STANLEY 

No. 556 Bench Grinder $46.00 TOOLS 





Drill Stands, Attachments, etc. 


STANLEY TOOLS 


THE CHOICE OF MOST MECHANICS 
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Executives of the Indianapolis Division of the Lake States General Electric Supply 


Co. 


Left to Right: Clyde La Mee, General Manager; John D. Meek, Financial 


Manager, and C. Fred Fitchey, Sales Manager. 


Indianapolis Wholesaler Has 
Modern Plant 

The Indianapolis Division, Lake 
States General Electric Supply Co., 
Indianapolis, is considered to be one of 
the largest, and most modern electric 
wholesale houses in the Middle West. 
It utilizes 50,000 square feet of floor 
space. The office, city counter, display 
rooms for the use of dealers and ship- 
ping rooms are located on the main 
or first floor, and a railroad siding 
with ample loading and unloading 
platforms is also provided. A steel 
chute from the loading platform to 
the basement is installed for the han- 
dling of bulk commodities. 

From the order edit department in 
the office to the shipping department 
and to each floor and from the ship- 
ping department to each floor is in- 
stalled the ‘Universal’ pneumatic 
tube system, which makes for quick 
handling of orders between the office 
and shipping rooms. 

Running from each floor to the main 
shipping and assembling room spiral 
chutes of the latest design have been 
installed, which speeds up the assem- 
bly of orders. 

A sheltered driveway is provided 
which makes possible the loading of 
materials for city delivery regardless 
of the weather. 

The _ efficient 
modern equipment used warrants spe- 
cial mention of the city counters. At 
each end of the main counter, which 
is 18 feet in length, is placed a 10 
foot glass showcase and here the op- 
portunity of displaying modern 
showcase lighting is utilized. The 


arrangement and 


showcases are used for displaying 
new designs of merchandise and the 
showcase displays are changed at 
frequent intervals in an attempt to 
have contractors and dealers who visit 
the counters, by actual sight of the 
new merchandise, keep in close touch 


with the constantly changing market. 


Intercommunicating telephones are 
installed so that the counter salesmen 
can call any part of the warehouse and 
have materials not regularly called for 
at the counter delivered promptly to 
the counter for delivery to customers. 
Special bin and shelf lighting units 
are installed, which greatly speed up 
the assembling of counter orders. 


C. D. La Mee resigned as vice- 
president and sales manager of the 
General Electric Supply Corp., of 
Florida on August 1, to become gen- 
eral manager of this company, John 
D. Meek is financial manager, C. Fred 
Fitchey is sales manager and F. H. 
Lamb is service manager. 


Harry L. Dickinson, John _ T. 
Couchman and Walter B. Masters 
man the guns on the firing line in the 
city of Indianapolis while Richard D. 
Garr, Earl O. Ridout and Frank T. 
Kent keep the pieces warm in the 
country territories. 
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New York Jobber Making Good 


Since its advent into the whole- 
saling business 18 months ago, the 
Midway Electric Supply Co., New 
York City, has succeeded in making 
its presence among the New York 
jobbing fraternity felt. In this short 
time it has been appointed distrib- 
utor of a dozen or so reputable elec- 
trical manufacturers. Two have re- 
cently been added to the list—Dover 
Mfg. Co. and Burgess Battery Co. 

Louis Stiege and A. Baxter handle 
the business on a partnership basis. 
Both are in their early twenties, but 
nevertheless, have had considerable 
experience in the jobbing business. 


. * * 


Wholesale Distributors Meet 


The Electrical League of Pittsburgh 
was host to a large group of whole- 
sale distributors at the University 
Club, December 10, the object of the 
meeting being to promote “better un- 
derstanding of each other’s problems, 
closer friendship with each other, and 
coordination of efforts for the pros- 
perity of the electrical industry of 
Pittsburgh.” 


The heads of practically every 
wholesale firm as well as the manu- 
facturers’ agents of electrical prod- 
ucts in the city attended the gather- 
ing, which began with a dinner. Harry 
W. Ewald, newly elected league man- 
ager, was introduced and gave a talk 
on “The Electric League—a Vital 
Part of Pittsburgh’s Electrical Indus- 
try.” 








Here are the boys who make things hum at the Erner Electric Co., Cleveland. 
Left to right: Martin Palmer, charge of claims; James Sturtevant, radio specialist ; 
W. W. Adams, sales manager; E. E. Stephanek, service manager, and J. A. Rother, 


radio specialist. 





In the seat is Erner’s “Minute Man”—name not furnished. 
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For your Industrial Business! 
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V Current Breaker 
—the SUPER INDUSTRIAL Safety Switch 


Here’s a Safety Switch that will not fail on the job and 
cause loss of time in interrupted plant operations. 


It is built to break better than the full rated load and in 
actual use under extraordinary conditions, it has per- 
formed without failure. 


That’s why we call it the Super Safety Switch. Ten 
features of construction place it in a class by itself. 


: Distributors offering the T-V Current Breaker can 
Bulletins covering 7 
Safety Switches build up volume and get good profit. 
Knife Switches 

Panels and 

Switchboards 

sent on request. 


Trumbull-Vanderpoel Elec. Mfg. Co. 
BANTAM, CONN. 


Boston New York St. Louis Chicago Philadelphia Denver 
Pittsburgh On the Pacific Coast—C. Dent Slaughter Atlanta 


W SAFETY SWITCHES W® 





















52 7 THE JoBBER’SAJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





New Home of G. E. S. Corp. 
New York 


Brief announcement was made some 
time ago of the removal of the Gen- 
eral Electric Supply Corp. of New 
York, to new quarters at 585 Hudson 
St. The building, as here shown, was 
formerly occupied by a wholesaler in 
another line and as laid out was ex- 
actly adapted to a wholesale electrical 
business. All it required was re- 
finishing. 

It is admirably situated with streets 
on four sides. One side is in reality 
a separate building, but the G. E. S. 
Corp. took the whole thing on a long 
time lease and is renting out the 
space in the smaller part. That part 
occupied by the electrical house is 
seven stories and basement, 12,000 sq. 
ft. to the floor, making a total of 
100,000 sq. ft. 

An entry way about eight feet wide 
by 12 or 15 feet deep leads to the 
front door, and built in on each side 
of this are display windows about the 
size of the average dealer’s window. 
These are kept trimmed at all times 
with the latest window trims the 
manufacturers have to offer and are 
a great help to visiting dealers who 
wish to get the effect of these window 
trims and learn how to set them up. 

Steel bins are used throughout the 
stock room back of the counter, with 
an excellent stock lighting system, 
and a highly visible and easily fol- 
lowed system of bin numbering. 

A spiral chute serves every floor 
from the top to the basement. Ample 


trucking space is provided, with sep- 
arate door ways for incoming and out- 
going trucks. 

The offices are exceptionally light 
and airy for there are windows on 
three sides of every floor, with a light 
shaft between the main building and 
the rented building. A radio display 
room, down stairs display room, 
ladies’ rest room are other features 
worked out painstakingly. 


. 


Tidewater Distributes Edicraft 

The Tidewater Electric Co., Inc., 
New York City, has been appointed 
an exclusive distributor in the metro- 
politan district of “Edicraft’’ appli- 
ances, which are manufactured by 
Thomas A. Edison, Inc. 


Curtis Proposes Joint 
Convention 

Augustus D. Curtis, president of 
Curtis Lighting, Inc., Chicago, recent- 
ly sent the following telegram to the 
presidents of 18 national electrical 
associations: 

“I propose that all national elec- 
trical associations seriously consider 
holding their annual conventions and 
exhibitions next year at the same time 
and place thus bringing together all 
members of the electrical family to 
their mutual advantage and at such 
meeting that these associations be 
merged into one national electric as- 
sociation the resulting benefits would 
be increased attendance more harmo- 
nious cooperation between all groups 
great saving of time and gratifying 
reduction in enormous expenditure 
under present system.” 


Or Install é Yet Line 


“The municipal council of Kandy, 
Ceylon, has been urged by the auto- 
mobile interests to protect travelers 
against the trains of unlighted ele- 
phants which carry merchandise along 
the roads by day and night,’ says 
“Meteor,” writing in the London 
Electrical Times. “The dirty grey of 
the local elephant, it seems, is prac- 
tically invisible at dusk. The Kandy 
Council is therefore proposing that 
every elephant carry a head and tail 
light. As these noble animals are 
perfectly competent to carry a few 
battery cells, or even a complete elec- 
tric light station it is possible that 
this unkind attack by motor car driv- 
ers may lead to a glaring retort by 
the elephant fore and aft.” 








: — 


The Missouri River Club held its usual successful meeting at Excelsior Springs, 


Mo., in October. 
making it a success. 


And, here are some of the men, who as usual were active in 
Reading, from left to right: F. D. Phillips, general sales 


manager, Commercial Electrical Supply Co., St. Louis; George Carrao, manager, 
Graybar, and George Delany, sales promotion manager, Bussmann Mfg. Co., St. 
Louis; S. H. Simonsen, assistant to general manager, Illinois Electric Co., Chicago, 
and Walter Rardin, manager of the Chicago office of the Marion Insulated Wire Co. 
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The capacity of a fuse 
is known by its color 


Simplifies Inspection, Makes Easy Selection 
and is Instructive to Users. 











A colored band around the edge of the 5 unit cartons indicate 
the capacity of the fuse the box contains. A help to 
storekeepers, stock-clerks and others to select and 


know the sizes on the shelf and bins quickly 


Let this serve as 
your guide 


They’re packed aay Approved by 
in § unit cartons — : oS f Underwriters’ 
to facilitate merchandis- ; vy = Free Laboratories, Inc., 


ing - have the clear mica Hydro-Electric 
window that shows when ’ Samples Piset Castesteton 
they blow - and possess the : y - 

qualities of large center contact, on = = of Ontario, and the 


full threaded heavy shell and all ' Request J following: Modern Pris- 
porcelain non-shock top. Neo ad- <att3, ad f cilla, Good Housekeep - 
ditional charge will be made . ing Institute and Herald 
for the colored top. 15 AMP. 20 AMP Tribune Institute. 


Trico Fuse Mfg. Co., Milwaukee, Wis. 


Your jobber can obtain TRICO “COLORTOP” fuses for you if he does not have them in stock. 
WARNING! The Colored Top for fuse plugs is fully protected. 
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_Let’s look inside... 


... of this new, simplified 
Hubbell Pull Socket to see why 
it is better. . . why it will 


sell faster 


HIS new Hubbell Pull Socket is such an outstand- 

ing improvement in pull socket design . . . it pos- 
sesses so many features of long life, trouble-free service, 
wiring convenience and smooth action that it steps out 
in front of all competition. It will sell as only a pro- 
duct beyond comparison can sell. 

















So let’s look inside of this new socket .. . let’s learn 
the “why” of its superior performance .. . see the 
reason pull socket sales are going to be Hubbell Pull 
Socket sales. 


Simplified Mechanism— 
smoother action, trouble-free 


Ratchet and chain shown relaxed. Note the simplicity 
of construction—a one-piece porcelain body—ex- 
tremely simple ratchet mechanism—a one-piece metal 
commutator contact which forms center lamp contact, 
eliminating loose connections in mechanism. 








Complete-stop action—no short-circuits 


Ratchet and chain shown extended. They are brought to a complete 
stop when chain clasp reaches chain eyelet. Chain will break before 
the clasp can be forced through chain eyelet. No danger of pulling 
too hard on ratchet—no chance of short-circuits. Pull chain and 
eyelet can be easily detached. 





Terminals on same side—easier to wire 


Both wiring terminals are on the same side so wires can be con- 
nected without moving socket around—convenient, time-saving. 


Ball-bar chain—smooth, sliding action 


A new chain that slides smoothly replaces the old bead chain. Note, 
too, that chain eyelet is at right angles with porcelain so chain can 
be easily pulled from any direction. 





Now that you have had a glimpse of the improved Hubbell Pull Socket, you 
can see why it will be profitable to send for samples and detailed information. 


HARVEY HUBBELL, INC., BRIDGEPORT, CONN. 


HUBBELL ‘x// Socket 
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Two “Colonial Minute Men” were on duty at all times at the Colonial Electric 
Company’s three booths at the Electric and Radio Show held under the auspices of 
the Electric Club of Philadelphia, at the Commercial Museum in Philadelphia, 


November 17 to 24 inclusive. 


Other Colonial representatives were right there with 


the “Minute Men” every minute, as they worked the show on schedule. 





A Miracle of Modern Science 


Modern science may be credited 
with having worked a miracle in re- 
storing to life a man pronounced dead 
from the shock of an electric current 
several hundred times as powerful as 
that used in the death chair. 

Two years ago Norman D. Ellis, of 
Toronto, was rendered lifeless by ac- 
cidentally touching his head to the 
live bus wire furnishing the energy 
from a 5,000 horsepower hydroelectric 
station. 

Resuscitation applied by 
workers who refused to accept a doc- 
tor’s decision that the man was dead 
brought the first gasp of breath after 
45 minutes working over his body. 


fellow 


But he had been terribly burned 
from the high voltage current and his 
entire skull appeared to have been 
destroyed. Dr. R. E. Gaby and Dr. 
K. G. McKenzie, surgeons of the 
Toronto General Hospital, conducted 
a series of bone operations, the last 
of which was completed less than a 
month ago. 

The final problem was to find some 
material which could be fashioned into 
a shape to replace the top of Ellis’ 
head which had to be removed. It 
had to be something light and durable. 
And it was essential that the material 
be more or less inert. 

Modern chemistry had developed 
such a material through the combina- 


tion of phenol and formaldehyde, from 
the invention of Dr. L. H. Baekeland. 
It was this material which was se- 
lected, but only after a remarkable 
task had been performed in reproduc- 
ing from a mold the exact duplicate 
of Ellis’ skull. Today he wears this 
Bakelite skull piece. 

Ellis says that his “cap” is very 
satisfactory. “I never had a hat that 
fitted me quite so well,’ he states. 

As soon as the healing had 
progressed far enough, his head was 
covered with surgical gauze and a 
plaster cast was made of the back por- 
tion of the head. This was covered 
with a film of dental wax and another 
cast was made so that when the two 
were separated and the wax removed, 
a cavity was revealed conforming to 
the shape of his head. This was done 
to give ample space so that the cap 
would not press down on his brain. 

A mold of fine grain cast iron was 
made, and then copper and _ nickel 
plated, in which the Bakelite skull was 
formed by the usual molding process. 

Ellis wears his cap under a wig 
which, to some extent, serves to hold 
it in place, but it is mainly secured by 
means of a small strap which goes 
around his forehead and is attached 
to the cap with a small piece of ad- 
hesive tape. 

Only one complaint is offered by 
Ellis. “This is a swell skull piece 
you ve made for me,” he told the doc- 
tor. “But don’t you think you could 
grow some hair on it for me?” 

+ * * 
Nelson Recovering 

The host of friends of H. S. Nel- 
son, purchasing agent of the Monarch 
Electric & Wire Co., Chicago, will 
be glad to know that he is rapidly 
recovering from an operation which 
he had on October 18 at the Mayo 
Clinic, Rochester, Minn. 





1 Edw. door switch No. 38 


5 Low Tension outlets.... 


240’ No. 





3 Edw. No. 1 Buzzers..... 
2 Edw. No. 620 Push Buttons........ 
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17’ Plaster cutting......... 
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4’ Col. Cone. cutting...... 
9’ Brick cutting.......... 
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The High Cost of Buzzers 


ee rece $ 12.00 
36.00 
10.00 
10.00 
9.35 
6.80 
7.44 
3.80 
7.20 
14.30 





Total $125.29 


A doctor located in a loop building in Chicago 
decided he could use a buzzer or two to inform him 
when a patient had arrived, so he notified the 
building management of his need. Details are lack- 
ing as to whether or not the “Doc” had at some 
time in the past submitted a bill for a tonsil opera- 
tion to the electrician, but in any event, reprinted 
here is the invoice rendered the doctor for the in- 
stallation of the buzzers. 
You can be the best judge of just what a bargain 
— the doctor received. 


We make no comment. 
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help you solve it. 


HEN a lighting problem is 


encountered, let Ivanhoe 


Ivanhoe has consistently led in 


research and development in in- 











dustrial, commercial and residen- 
tial lighting. Years of intimate 
association and experience in all 


these lighting fields enable us to 





understand your problems and to 


cooperate in solving them quickly 
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_and correctly. 


— ta is the only complete 
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quipment| 





line of lighting equipment—for 
every need. The entire line is 
marketed under the well-known 
Ivanhoe policy of real profit and 
protection for the distributor, gen- 
uine value for the consumer, a 
square deal for all. 

Important new Ivanhoe products 
will soon be announced. Keep 
abreast of lighting progress by 
watching the Ivanhoe line. You are 


cordially invited to write us for 





information at any time. 














OF THE MILLER CO. 
OHIO, U.S.A 
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FOR INDUSTRIAL 
LIGHTING 


‘| RLM Standard Dome Reflectors 

| Porcelain-Enameled Bowl Reflectors 
|| Porcelain-Enameled Angle Reflectors 
| Porcelain-Enameled Poster Board Reflectors 
| Holders for Reflectors 

| Glassteel Diffusers 

'| Vapor-Proof Units 

'| Weather-Proof Units 

|| Industrial Flood Lighting Units 

| Industrial Spotlights 

| Trutint Units 

| Special Service Reflectors 

|| Miscellaneous Reflectors and Fittings 





FOR COMMERCIAL 
LIGHTING 


|| The Trojan, fixture and glass 

|| The Juno, fixture and glass 

: The Ace, fixture and glass 

: The Keldon, fixture and glass 

|| The Tuscan, fixture and glass 

|| No. 5680, glassware and fixtures 

|| Ivanhoe Celestialite, fixture and glass 

: Standard Fixtures for Commercial Lighting 
| DEPENDO Safety Fixtures for Commercial 


Lighting 


| Glass Reflectors and Shades 
: Trutint Units 
















FOR RESIDENTIAL 
LIGHTING 


: Four Distinct Lines of Lighting Fixture 
Rozelle Decorative Glassware 

: The Daylight Kitchen Unit 

' The Ivadine (Dining Room) 

| The Dyner (Dining Room) 


Enclosing Globes (Bed Room) 
Etched Glassware 


| Cut Glassware 


: Miscellaneous Lighting Glassware 
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This Matter of Cash Discounts 


(Continued from Page 7) 

At the present time we allow any 
and all of our customers to discount 
their bills on the 10th of the follow- 
ing month and take whatever cash dis- 
count is allowed us by the manufac- 
turers. This is a general rule in ef- 
fect with all New England jobbers 
and has been for several years. 


FROM JACKSONVILLE 


At one time there was quite a vari- 
ation of allowances of cash discounts 
in our territory by the different whole- 


salers. However, we are all now giv- 
ing the same discounts and same 
terms. 


These cash discounts are based on 
the class of material sold. In some 
instances one-half of one per cent, 
one per cent, two per cent and five 
per cent. We are allowing our cus- 
tomers to take these discounts as fol- 
lows: 

All invoices from the Ist to the 
15th can be discounted on the 25th. 
From the 15th to the 80th on the 
10th prox. and we are finding that it 
works to the satisfaction of both our 
customers and ourselves. 

I am not in favor of a flat discount, 
say of 2%, on all materials for I be- 
lieve that this would lose to us the 
business on those commodities that 
carry the 5% cash discount. 


FROM ROCHESTER 


In answer to question one, we find 
that there is a great variation of al- 





On the left is an interior view of the fixture room of the Love Electric Co., Ta- 


coma, Wash. 


On the right is the building itself. 


At the extreme right of the pic- 


ture are Wm. J. Love, president, and Frank Muelenbruch, vice-president and secre- 


tary. 





lowances on cash discounts in our ter- 
ritory ; question two, we would be very 
much in favor of having one cash dis- 
count; question three, we believe that 
we might experience some difficulty in 
placing this to our customers but have 
no doubt it would eventually work out 
for the good of everyone; question 
four, it would certainly be much easier 
for the billing department to have just 








Here is an interior view of the McCaffery Co., new electrical wholesalers in South 


Bend, Ind. 
fusion of flowers. 


The photograph was taken on opening day which accounts for the pro- 


one cash discount to offer. We believe 
that if this could be done universally, 
it would be a great help to the in- 
dustry. 


FROM CHICAGO 


While there is a definite rate of 
cash discount on the different classi- 
fications in the electrical supply line 
and terms of discount should be ex- 
tended to the contractor and contrac- 
tor dealer the same as allowed to the 
wholesaler, mainte- 
nance of this policy has been impossi- 
ble. With the ever decreasing margin 
of profit for the wholesaler it becomes 
more essential to have a strict adher- 
ence to terms of discount, but on 
the contrary, it appears that the dis- 
count periods are extended as the 
margins have diminished. 

While we find the jobbers allowing 
a general rate of 2% on all commodi- 
ties in our line, nevertheless we insist 
on the same rates of cash discount as 
We would not be in 
favor of one rate of cash discount. 
We believe there would be no end of 
discussion and controversy if it were 
attempted to establish one rate of cash 
discount. Competitors would not ad- 
here to this rule and conduit products 
would still be subject to 5% cash dis- 
count. 


nevertheless a 


allowed to us. 


We do not sell to power stations 
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Triangle Steadfastly Holds 


to a Proven Policy 


HE TRIANGLE merchandising policy is 
founded on the dominant idea that we musi 


TRIANGLE ARMORED CABLE earn your confidence and support, for your 
All sizes from No. 14, two-conductor, to roe « ‘ P 
: No. 2, three-conductor. position in the industry makes you our most im- 
{ portant ally. 
We begin to earn your confidence by manufac- 
turing each item in the Triangle line to meet a 
“TRIEX” 


PE re”: -— standard of quality more exacting than any other 
14-2 to No. 6-3. we know. Every wholesaler handling Triangle 
products knows that they are utterly dependable 
in any job for which they are made. 





Triangle products are priced to allow you a 
TRIANGLE RIGID STEEL CONDUIT fi h f th . < 
Galvanized or black enameled: sizes 4” pro t wort y or the cooperation you give us. 


isha ai sta iemaabees «ociatmaasens Triangle advertising to your trade has used, and 

will continue to use, trade paper and direct mail 

i to increase the high regard that contractors, 
engineers, and architects already have for Triangle 


TRIANGLE LEAD-ENCASED WIRE 


and cable; sizes from No. 14 to 1,000,000 products. 
circular mills. 


If you can show us how to do a better job of 
helping you sell more Triangle products, please 
let us have your criticisms and suggestions. We'll 
value them. 


TRIANGLE 


CONDUIT CO., INC. 


BER-CO VERED eae CABLE General Offices: Dry Harbor Road and Cooper Avenue, Brooklyn, N. Y. 
WIRE OOL Factories: Brooklyn—Chicago— Butler, Pa. 





code, intermediate and saves time, labor, and : : : : 
sett gees Me. tfi.bo cena een tie ta Cath In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
1,000,000 circular mills. clean; can’t even scratch 

insulation. 











TRIANGLEP SS AY BRANT 


TRIANGLE NON-METALLIC CONDUIT 
TRIANGLE FLEXIBLE STEEL CONDUIT comes in special convenient cartons; 


specially fine for heavy machine wiring, tough and pliable; sizes 7/32" to 2”. 
but good anywhere; sizes %”’ to 3’ 
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52000 Contacts 


~ and still operating perfectly! 








Square D, 30-Ampere, 250 Volt, 
Single-Pole Tumbler Switch, of the 
Type Which Made 52,000 Contacts 
and Was Still Operating Perfectly. 


COMPETITIVE HEAVY-DUTY TEST 
IN ONE OF DETROIT’S LARG- 
EST AUTOMOBILE MANUFACTUR- 
ING PLANTS PROVES SUPERIOR 
STAMINA OF TUMBLER SWITCH 
USED IN THE NEW SQUARE D 
PANELBOARD 


extraordinary quality of each of its elements. The Square D tumbler 


\ extraordinary of the new Square D panelboards is due directly to the 
switch, for example, is the most rugged made. 


This fact was definitely established by a recent, heavy-duty test in actual 
daily service in one of Detroit’s largest automobile plants. This was a com- 
petitive test, in which practically every well-known make of tumbler switch 
was given an opportunity to prove its stamina. Each switch controlled a 
full load of 125 volts, D. C., and the weakest of them broke down after only 
1,000 contacts. None of the switches even approached the performance of 
Square D, which, when inspected at 52,000 contacts, was still operating 
perfectly! 


Main switches, too, are greatly improved in the new Square D panelboards. 
They are of the Square D brush type ... exclusive in design ... and have 
“free handles.” This means that the panelboard door can be closed even 
when the main switch is in the “off” position. 


Since their introduction, a few months ago, the new Square D panelboards 
have met with constantly increasing, nation-wide favor. They will undoubt- 
edly prove to be a highly profitable addition to any jobber’s line. Write 
us for full information. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (140) 














snc 


Showing the home of the Allen Electric 
Co., Cleveland jobber. The cars on this 
street do not mean anything to Allen 
customers as a private parking space is 
provided in the rear. 





as the territory we cover is also cov- 
ered by power stations that function 
as distributors, and as a consequence 
we do not enjoy central station busi- 
ness. Our problems are, therefore, 
with the contractor and the contractor 
dealer only, and in our opinion the 
same rates of discount should be al- 
lowed to these customers as allowed 
to the wholesaler, and while we would 
prefer to have a strictly ten-day ar- 
rangement or semi-monthly payments, 
nevertheless, we believe it would be 
impossible, as competitors would be 
allowing the cash discount on the 
tenth of the month following. We 
therefore believe that the discount 
should be allowable on the tenth of 
the month following, if necessary, as 
any attempt to arrange terms other- 
wise would not be adhered to. 


FROM KANSAS CITY 


1. Generally speaking, all of the 
distributors in this territory adhere 
strictly to the same cash discount 
policy but occasionally we find pref- 
erence given to some particular pet 
account. 

2. I do not think it would be ad- 
visable to adopt single discount un- 
less it were also adopted by the manu- 
facturers from whom we purchase our 
merchandise. 

3. This might appeal to certain 
customers, particularly the contractors 
who abhor bookkeeping as it would 
simplify some of their work for them 
but, as stated in my answer to num- 


BRANCH OFFICES BRANCH OFFICES : : 
Boston Birmingham KansasCity | ber 2, I think the same discount 
meist,,  “Geles Denver | should be adopted by tl f 
bi uffalo m | ad 
San wre a ies Pittsburgh F > oles Angeles shou e a op eS Vv 1e manutac 
~ ‘ ne! 
Atanas” "Cleveland = ELECTRICAL |MErl] EQUIPMENT ‘Portiana | turer. 





4. We feel that a lot could be done 
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For Steady Sellin 
Feature These 


Products 


They are Always in Demand 


$ 











4 Widespread use, practi- N 
cally universal accept- 
ance, consistent adver- 
tising to industry and 
the trade keep these four 
Benjamin specialties in 
constant demand. Each 
is designed for a very 
special service, for 
which they are essential 
equipment. Each pos- 
sesses some exclusively 
Benjamin feature that 
assures the user the full- 
est measure of utility, 
economy and reliability. : 








Sign \ 
Reflecto 


For the lighting of poster panels, 
bulletin boards, roof and wall 
signs. Used everywhere by out- 
door advertising companies, sign 
contractors and electrical con- 
tractors. Get full information on 
the new easy to wire separable 
socket and heavy-duty X-type 
fitting. Twoadded features which 
facilitate wiring on the job and 
insure the longest life under 
severest conditions. 


Glassteel 
Diffuser 


The ideal equipment for the 
effective general illumination of 
certain manufacturing and semi- 
industrial plants. The new Ben- 
jamin Spring Clamp Globe 
Holder facilitates easy removal 
for quick and convenient clean- 
ing. Get the special bulletin de- 
scribing the particular advan- 
tages of this new feature. a 

















Motor 
Driven 
Howler 


An every-day need for 
industrial plants, busi- 


Benco 
Socket 


The old reliable, sturdy heavy-duty 
socket. Highly insulated, rugged interior 
and strong metal casing, weatherproof and especially 








made to stand up under conditions that speedily break 
down the ordinary socket. Keyless and with the ex- 
clusive Benjamin straight-down, “inner pull.” 


ness offices, railroads, municipalities, mines and quarries, 
power houses, etc. The distinct, penetrating call gets 
through where buzzers, bells and gongs fail. Motor- 
driven howler is especially adapted for code signalling. 


Send for the latest information 


Bemjamin Hlectriec Mig.Co. 


120-128 SS. Sangamon Street 
Chieago 


New York 
243 W.tizsth St. 


San Francisco 
aas Bryant St. 
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ANZILIINIE. 


Sold Through Jobbers 


‘THE design above, from our 
Wrought Colonial line, is one of 
the many fast selling numbers shown 
in our new jobbing catalog. 


Our plan offers the jobber complete 
protection and exclusive distribution 
of any of eight popular priced lines 
in this catalog. 


The co-operation of our salesmen in 
establishing Kayline products in his 
territory is assured the jobber un- 
der our new plan. It has been 
tested and proven sound. We will 
gladly refer you to satisfied job- 
bing accounts now working with 


Your name will be 
imprinted on title 
page of a sufficient 
quantity of these 48 
page catalogs to 
cover your entire 
list. . 





Write today for copy of this catalog and 
complete details of our jobbing plan. 





MAN IN THE INDUSTRY. 





| 
| 


Guy Loraine is a new salesman with the 
| Crescent Electric Supply Co., Burlington, 
| Ia. Guy was caught as he was about to 
| board his car and head for the wide open 
| spaces of Iowa. 





to simplify the matter of cash dis- 
count but the initial move we feel 
should be by the manufacturers. It 
is our policy to pass on to the trade 
whatever cash discount we receive 
with, of course, the understanding 
that our bills be paid within the cash 
discount period. 
FROM CHICAGO 

Our company has always favored 
the plan of a flat cash discount of 2% 
irrespective of the class of merchan- 
dise. 

As a matter of fact we have been 


| allowing a 2% discount upwards of 





two years to our electrical customers 
on wire, pipe, B. X. outlet boxes, 
weatherproof wire as well as wiring 
devices. 

The other jobbers in this area, as 
a rule, have been allowing a variable 
cash discount as established by vari- 


_ous manufacturers. We never could 


see any real reason for allowing our 

customers a variable cash discount so 

have not done it for several years. 
We are strongly in favor of the 








Here is a group of executives of the 
Ackerman Electrical Supply Co., Grand 
Rapids, Mich. From left to right, they 
are: E. H. Cantile, sales manager; M. L. 
Reed, vice-president; W. M. Ackerman, 
president, and F. W. Schrieber of the 
Standard Electric Stove Co. 
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* Bakelite jaws 
hold the 
cable ina 
oise-like 

srip 


Service Brackets 


HE growing demand for a more sightly and trouble-proof service drop has 

brought into use, service cable in multiple conductor styles. These service 
cables are made up of twe or more wires under one braid. A drawback to the use of 
such cables in the past has been the lack of suitable brackets or supports for anchor- 
ing them. The cables not being flexible like single wires could not be served up in 
the usual manner. They demand a simple form of anchorage not requiring tie 
wires, yet giving the proper insulating qualities and sufficient holding power. 
The Peirce Wedge-Grip Service Bracket is the answer. Jaws of Bakelite wedged in 
a tapered steel shell hold the cable in a vise-like grip. The 











shell, in turn, is anchored to the pole or house by a Copper- 
weld wire bale. This bale is quickly removed for threading 
through an eye or around a secondary rack bolt by simply 
swinging it through 180°, which frees it from the steel shell. 
Reversing this operation locks it securely. 


Screw Eye No. 3925 provided with a broad base for with- 
standing sidepull, makes an ideal anchorage in wood. For 
attaching to masonry, Stock No. 3926 is used, consisting of a 
l4-inch eye bolt with a 14-inch Peirce Expansion Nut. 

The No. 3920 Bracket is furnished with flat Bakelite Jaws for 
flat duplex cable. No. 3922, for round three wire cable, is 
supplied with a 
grooved jaw. 





























For house connections 
in wood, screw eye No. 
3925 is used. A secure 
anchorage in masonry 
is provided by using 
No. 3926, a4 inch Eye 
Bolt equipped with a 
\% inch Peirce Expan- 
sion Nut. 






For Connec- 
tions to second- 
ary circuits at 
the pole end,a 
convenient 
method is to 
hang the bale 
of the Service 
Bracket over 
the bolt of the 
secondary rack 
as shown at the 
right. 




































PITTSBURGH ” OAKLAND, CAL.* CHICAGO 
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Twi-Lite Pull Switch 


for Ceiling Fixtures 


An added convenience in home 

lighting with an irresistible appeal 
to fixture manufacturers, electrical contractors, 
builders and home owners. A practical, safe, eco- 
nomical method of light control for bedrooms, 
bathrooms, hallways and the nursery. Especially 
desirable for apartment buildings, hotels and hos- 
pitals. Gives 


BRIGHT— DIM— OFF 


as a permanent feature of the fixture installation. 
Wherever a dim light is needed it gives one-seventh 
the light and uses one-third the current. In instal- 
lation saves the cost of conduit and wall switch. 





Easily installed. All the wiring is done on the 
bench. By means of a simple, two-piece detach- 
able hickey the pan is hung the same as any other 
ceiling fixture. Write for full information and we 
will send you a sample. 


Our extensive advertising and sampling are creat- 
ing a tremendous interest in the new Twi-Lite Ceil- 
ing Fixture Pull Switch. If you are not entirely 
familiar with its many remarkable features write 
us for full information. 


««] MCGILL 
=, | MANUFACTURING CO. | cz. 


H(A EP ACTER ae tTLEL KUO ME OLITCIILE MEE Soldering Flux 
ESTABLISHED 1 Pe ach re 


VALPARAISO - INDIANA 
































Here are four of the leading lights of 
the Crescent Electric Supply Co., Burling- 
ton, Ia. Reading from left to right: Guy 
Loraine, salesman; C. A. McMullen, man- 
ager; B. L. Robinson, stockman, and C, A. 
Schultze, book-keeper. 





cash discount of 2% flat on all classes 
of electrical material. 


FROM CHICAGO 


The cash discount is rapidly becom- 
ing an evil. Taking the cash discount 
in ten days, with few exceptions, 
passed out of the picture several years 
ago. The twice-a-month discounter 
has almost faded and many of the 
10th prox. discounters are taking their 
discount on the 15th and 20th. In 
addition to that, some are picking the 
5% items, discounting those and let- 
ting the rest of the account run for 
ninety days. Or they will let their 
account run for two months, discount 
last month’s bills and take an exten- 
sion on the month before. 


I should be very strongly in favor 
of one cash discount. 

The method would appeal to 90% 
of our customers. 

Most manufacturers allow us to 
discount twice a month, many on the 
10th prox. Our customers, contrac- 
tors, dealers and industrials should be 
given the same terms and the same 
discount. Both should be set with a 
view of preventing jobbers from trad- 
ing on the cash discount or using the 
terms as a selling point. 

Editor's Note—We will be glad to print 
in our “Letters to the Editor” department 
any further opinions and comments on this 
subject which is of such vital importance. 
* * * 
R. Subin Passes Away 

R. Subin, a salesman of the Mer- 
chants Electrical Supply Co., Chi- 
cago, passed away the latter part of 
November. 












January, 1929 





THE JOBBER'SAJSALESMAN 65 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Where efficiency counts, Wheeler 1 sghling 
Is + specitied - 











Wheeler lighting is scientifically correct” 


T is a far cry from the era of the bare lamp to 

the highly specialized lighting units now used 
in industry. One of the greatest contributing 
factors to this progress has been the activity of 
Wheeler Lighting specialists. Their achievement 
represents no haphazard development: but 
rather, has resulted from a long study of specific 
lighting requirements and a close application of 
principles dictated by both science and experi- 
ence.’ They have analyzed the lighting problems 
and fulfilled the lighting demands of all types 
of industry. From the days of the first crude 
metal shade they have worked steadily and sin- 


WHEELER 


275 Congress St., Boston, Mass. te 


New York Atlanta Cleveland 






cerely toward present day standards. It is their 


work that has made possible the “scientifically 
correct” lighting equipment which bears the 


name Wheeler—a name which is your assurance 


of the best in modern industrial illumination. 





Wheeler Durex Reflectors 


(shown in insert above) 


The surprising ease and convenience of wiring Durex Reflectors 
has resulted in a tremendous popularity for this type of unit. 
Durex eliminates all the usual trouble of ordinary reflectors— 
and reduces labor to a minimum. That means economy—in- 
stallation and maintenance costs are materially reduced and a 


general saving is affected. 


LECTOR CO 


Sales Offices: St. Louis, Indianapolis, Los Angeles, 
San Francisco, Seattle 
In Canada: Canadian General Electric Co., Limited 
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Everything in 
Insulated Wire 


That Crescent Insulated wire has won a prominent place in the 
industry is largely due to the satisfactory service and uniformly 
high quality in every product maintained since 1888. The 
facilities and experience of the Crescent Organization are a big 
asset to any jobber, but especially to one who buys all his in- 
sulated wire requirements from one source—Crescent. 


é RESCENT SPRODUCTS 


**Crescent’’ National Electric Code Also Lamp, Heater, Brewery, Can- 
Rubber Covered Wire and Cable; vasite and Packinghouse Cords; 
Intermediate Grade Rubber Cov- Plain Rubber Sheathed and Braided 
ered Wire and Cable; Portable Cords; Elevator Lighting, 
**Imperial’’ 30% Rubber Covered Control and Annunciator Cables; 
Wire and Cable; Borderlight and Stage Cables; 
“*Crescent’’ Lead Encased Wire and Dampproof Office and Annunciator 
Cable; Wires and Cables; Special Flexible 
‘Crescent’ Armored Cable; Cords, Cordage and Cables for 
‘Crescent’ Lead Covered Armored Telephone Instruments and Radio; 


Cable; Magnet wire—cotton and silk cov- 
‘‘Crescent’’ Flexible Metallic Con- ered; Organ wire and Cable. Bare 
duit. and Tinned copper wires and cable. 


FORTY YEARS OF KNOWING HOW IN 
EVERY CRESCENT PRODUCT 


| CRESCENT 


oe INSULATED WIRE & CABLE CO.,, 
if CRESCENT ARMORED WIRE CO., 
TRENTON, N. J. 











Carl A. Klemm, for 23 years with the 
Westinghouse Electric & Mfg. Co., is now 
manager of the new Westinghouse depart- 
ment of the Tafel Electric Co., Louisville, 
Ky. Carl busted into the electrical game 
when a lamp cost as much as we pay for 
10 gallons of gas today—‘way back in 
the nineties.” He will specialize in non- 
merchandising items, motors, etc. Another 
new man with Tafel is John E. Hensley. 


Philadelphia Has Electric 
Show 

According to the report received 
from John E. Graybill & Co., York, 
Pa., the recent Electric Show held by 
The Electric Club of Philadelphia 
was one of the best ever given in the 
East,—all due credit to E. Hedler 
and his staff. W. T. Heddinger, Jos. 
L. Breen, Lewis Shoff, Allen Stough 
and Fred Heuter, of the Graybill Co., 
were in attendance, and gathered, 
they say, much useful knowledge 
about the electrical industry. 





¢ © #4 


J. M. DePue, who formerly repre- 
sented the Chicago-Jefferson Fuse & 
Electric Co., in the Denver territory, 
is now a salesman with the General 
Electric Supply Corp., with head- 
quarters in Durango, Colo. 


ee 


Looking Ahead to 1950 
(Continued from Page 12) 


tion with smoothness and efficiency, 
yet there is and will be for many 
years to come a place for the so-called 
independent jobber, and if there can 
be secured some modification of the 
anti-trust laws which will permit the 
so-called independent jobbers to act 
in concert through their trade organi- 
zations within the law, in my opinion, 
it will be of great benefit to the so- 
called independent operator in his line 


| of endeavor. 
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Tell your contractor customers these 


a . / reasons 
for using Romex in new houses 


1. Romex is lighter and 
easier to get to the job. 


2. Romex requires fewer 
fittings. 


3. Romex reduces labor 
costs. 


4. Romex gives a safer 
job. 


5. Romex can never rust 
—it will last as long 
as the house it is in. 





6. Romexcoststhe home 
owner less. 





7. Romexshowsalarger 
profit per job. 


If you would like more 
information about 
Romex, write for the 
latest Romex booklet. 


ROME WIRE COMPANY 


DIVISION of GENERAL CABLE CORPORATION 
Rome, New York 


ROME WIRE 


2812-R 





FROM WIRE BAR TO FINISHED COPPER WIRE | 
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Fullman Floor Outlets have a 
wide range of usefulness. Stores, 
residences, offices, apartments, labo- 
ratories, shops, etc. etc. offer con- 
tractors many a chance to use one or 
another of the several types avail- 
able. Gang type shown above; 
midget, smallest approved floor box, 


















at left. 


Your First Thought 


on the needs of the 


Contractor 


Your contractor customers are possi- 
bly the most important section of your 
business. They appreciate, and deserve, 
the best service you can give them on all 
types of supplies, especially fittings. 
That’s where Steel City fits into the pic- 
ture. Every possible requirement of 
the contractor, with ample stocks ready 
to ship on short notice. And contrac- 
tors who know their fittings, prefer 
Steel City. 


Set screw and squeeze 
type connectors, of malle- 
able iron, (approved, of 
course), are examples of 
the satisfaction-producers 
that make up the Steel 
City Line. 


Steel City Electric Co. 


PITTSBURGH, PA. 
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To my mind, the most restricting 
factor to the smaller business man to- 
day is the harsh operation of our anti- 
trust laws which prevents the inde- 
pendents from acting in concert for 
their best interests and in competition 
with the larger units acting as such. 


8, Flame, 


HE electrical wholesalers with 

their stocks of electrical merchan- 
dise, equipment, etc., located as they 
are, all over the United States, all car- 
rying complete and adequate stocks to 
take care of the needs of every com- 
munity, are so important in the dis- 
tribution of electrical supplies and 
merchandise, and we believe the great 
service they render to the general 
public through the contractor dealer, 
the utilities and industrial plants, is 
so much appreciated by all that they 
are going to grow bigger and better 
as time goes on. 


I firmly believe that the future of 
the electrical wholesaler is assured 
and that in 1950 there will be more 
and better wholesale houses in the 
United States than there are at the 
present time and that conditions will 
be greatly improved and very satis- 
factory to everyone. 


71. fo Korn Bn 


prophecy of the electrical job- 

- bing business in 1950 is that 
jobbers will concentrate all their 
sales efforts to smaller territories, 
which will reduce their sales expense, 
that they will eliminate competitive 
lines, reducing their investments, and 
that the manufacturers will sell only 
to authorized distributors. Naturally, 
this will result in less business, but I 
believe in much greater profits, and is 
necessary to the life of the industry. 


eS omy 


E believe that the business of 

the electrical wholesaler will 
continue to keep apace and grow with 
the progress, development and expan- 
sion of the electrical industry. We 
believe that distribution will be ef- 
fected more and more through proper 
channels, that is—from manufacturer 
to wholesaler, from wholesaler to 
dealer and from dealer to consumer. 








The electrical specialties and luxuries 
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Most industrial plants 
have some foul air 
pockets, especially if 
steam, smoke, dust or 
fumes are present. 
Forced ventilation is 
necessary for comfort 
and efficiency. 


Sell 
BUFFALO 


BREEZO 
in 1929 


We're all “fresh air fiends” now. 
Home owners and tenants demand 
ventilation of kitchens especially, 
and are willing to pay the really 
small cost. Factory executives 
know that fresh air promotes effi- 
ciency and production, to say 
nothing of comfort and good will. 
Educational work has done this, 
and it all works to the advantage 
of you jobbers’ salesmen in prac- 
tically eliminating sales resistance 
on Buffalo Breezos. Right now is 
the time to go after industrial 
prospects, and sell the dealers and 
contractors the industrial unit 
shown at the top of this page. In- 
formation of a very simple and 
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How to 


practical nature, for guidance in 
recommending size of fans, etc., is 
contained in the booklet shown be- 
low. Carry this with you, and give 
copies to your contractors and 
dealers. It will assist them to talk 
up ventilation and make intelli- 
gent estimates. 


Buffalo Forge Co. 


201 MORTIMER ST., BUFFALO, N. Y. 


IN CANADA: CANADIAN BLOWER & FORGE CO., LTD. 
KITCHENER, ONT. 


Send for a supply of these 
booklets, for your own use, 
and for your contractors and 
dealers. 
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Manufactured only by W 
Steel and Tubes, Inc., ; 
and protected under de- 
sign and process patents. 












UVOWUNLE 


TRADE MARK 


STEELTUBES 





TEN Steeltubes 
Advantages 


1. Costs less 

2. Saves thread-cutting 
3. Bends easily 

4. Light—handles easily 


5. Adapted to standard 
threaded fittings 


6. Speeds up the job 
7. Resists corrosion 
8. Standard price 
9. Carries Underwriters’ 
Label 
10. Local stocks always 
available 























STEEL 4*> TUBES: 











=e 
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present their contribution 
to the advancement of the 
electrical industry—STEELTUBES Electrical Metal- 
lic Tubing, (thin wall conduit)—a new product in the 
rigid conduit field, destined to dominate the industry 
in electrical metallic wireways. 


_ _STEELTUBES Electrical Metallic Tubing carries the 
Underwriters’ label and its use is sanctioned by Section 508, 
1928 edition National Electrical Code. 

Now available in nominal electric trade sizes corresponding 
to 4", 4" and 1” heavy conduit (inside dimensions) in standard 
ten foot lengths—coupling union furnished with each length. 


Electro galvanized exterior and baked enamel interior 
minimize corrosion and present a smooth bore for ease 
in wire pulling. 

STEELTUBES Electrical Metallic Tubing is used without 
threads and by use of simple adapter can be used with any 
standard threaded orthreadless fitting. It can be worked on the 
job with ease by use of STEELTUBES “Tubender” hickey. 


STEELTUBES Electrical Metallic Tubing will be sold for 
less through salaried representatives of Steel and Tubes, Inc., 
for distribution through recognized jobbing channels under 
a definite sales policy. 

STEELTUBES Electrical Metallic Tubing fills the need 
for a strong, safe and sane raceway for electrical wires with all 
of the general characteristics of heavy conduit, but with the 
elimination of unnecessary weight and will go far toward 
reducing the cost of electrical installations. 

Write direct for samples and booklet of full information. 


STEEL Aanp TUBES Inc. Cleveland, Ohio 


VN ores AND TUBES, Inc., 











yc, flectrical Div. Ceveland, Ohio 
A Subsidiary of Republic lron & Steel Company 









_ 
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“Boost Your Sales with ABolites” 


(Porcelain-Enameled Steel Reflectors) 


OR seventeen 

years ABolite Por- 
celain Enameled Re- 
flectors have helped 
our many friends in 
the industry to turn 
our hearty wish, “A 
Happy and Prosper- 
ous New Year’, into 
an accomplished fact. 


NOTE: Of course 
you’ll want a copy of 
our new Catalog as 
soon as it’s off the 
press. Just write us 
and we'll see that 

you get it. 





The ABolite 
Reflector Company 


7500 Stanton Ave. Cleveland, O. 
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of today will become the necessities 
of tomorrow. The electrical whole- 
saler is and will continue to be a vital 
and necessary part for distribution of 
electrical supplies. 


titLaefeyv” 


S TO the future, it is my personal 
opinion that the electrical dis- 
tributors have no reason to fear that 
which is before them. The electrical 
industry is still in its infancy and as 
research discovers new uses and ap- 
plications of electricity the adequately 
financed and efficiently operating dis- 
tributor will no doubt be called upon 
to assist the manufacturers more and 
more in the distribution of their prod- 
ucts. He will also, however, be 
forced to work smaller areas more in- 
tensely. 


a 

Gelli /. 

N OUR opinion, in future years 

the jobber will grow stronger each 
year and many manufacturers who 
are now selling direct to the trade 
will find it necessary to secure a job- 
ber outlet for his products. Better 
service and personal attention can be 
given by the jobber to the dealer than 
a manufacturer can hope to give. We 
also feel that there will be fewer 
electrical jobbers in the future and 
only those who are well financed and 


operated efficiently will be able to 
survive. 


FI, Comp tee 


VERYONE is, of course, entitled 

to his opinion as to the probable 
situation of the electrical wholesaling 
business in 1950. And the opinions 
will vary directly with the number of 
people interviewed, but it is my be- 
lief that the wholesaler will continue 
to concentrate his efforts in the terri- 
tory which he is in the best position 
to serve, competitive lines will be re- 
duced, and possibly a policy of sell- 
ing solely through authorized distribu- 
tors only, will be put into general 
practice 20 years from now. 

All of these factors which reduce 
investment and _ overhead, should 
make for better profits in the years 
to come. 


Pe ee Ta 
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Sales Help Every Wednesday 
That Brings Customers to Your Dealers 


The greatest salés help a dealer in radio tubes 
can have is the help that brings customers to 
his door. 





Such help he gets—if you've sold him Sylvania 
Tubes. For-besides the consistent_mewspaper 
advertising in all leading cities; Sylvania Radio 
Tubes are advertised on the air each Wednesday 
through the Sylvania Foresters. 


This#s sales help. Broadcast to twenty million 
radio fans. 


Tell it to your dealers. And increase their num- 
ber, by showing them the many ways in which 
Sylvania-helps their selling. 


SYLVANIA PRODUCTS COMPANY 
EMPORIUM — PENNSYLVANIA 


TheSylvania Foresters every Wednesday evening a? ngo Eastern Standard Time -- through 
Stations W]Z-WBZ-WBZA-WHAM-WBAL-KDK4- WV LW-WLS-KWK-WREN. 
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Peter Sampson is President of the 
Sampson Electric Company, one of 
Chicago’s Leading Radio Distribu- 
tors. He is, as well, President of the 
Radio Wholesalers Assoctatton. 
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RADIO 


In this First of a Series of 12 Messages by 
Prominent Radio Men, Mr. Sampson Strongly 
Urges the Fullest Co-operation of All Whole- 
salers in Order that 1929 May Eclipse, if 
Possible, the Splendid Year Just Enjoyed on the 
Sales of Radio Merchandise. 


the best the industry has experi- 

enced. Everyone all the way 
down to the dealer has been making 
profitable headway. So far as 1929 
is concerned there is nothing on the 
horizon which would lead me to ex- 
pect anything other than a banner 
year. The public will be offered bet- 
ter values, competition, however, will 
be keener, and the wholesaler who 
expects to maintain the same relative 
position in 1929 which he held in *28 
will have to organize himself in such 
a manner as to offer better service to 
his dealers than heretofore. 


f \ HE year 1928 has been by far 


= 


For the future benefit of the indus- 
try as a whole, it is vitally important 
that wholesalers organize themselves 
in such a way as to offer maximum 
co-operation and co-operative effort 
to the manufacturer. I do not believe 
the responsibility is entirely the manu- 
facturer’s in promoting the welfare of 
the industry. 


244 


The wholesaler has definite obliga- 
tions along these lines and should do 


LD 


everything he can to work hand in 
hand with the manufacturers to in- 
sure for the radio industry a very defi- 
nite place among all the rest of our 
big national industries. I would like 
to stress the fact that this Radio 
Wholesalers Association of ours is 
committed to a program of construc 
tive effort. It is not only concerned 
with the welfare of the wholesaler 
but is just as vitally concerned with 
the welfare of the manufacturer, the 
dealer and the broadcaster. As a 
consequence, every wholesaler owes it 
to himself and to the industry which 
has offered him so many opportuni- 
ties, to give support to any movement 
which will increase the outlook for a 
favorable future. 


As evidence of the fact that whole- 
salers who have given the matter any 
thought at all are of the same 
opinion I might conclude by saying 
that in the past six to eight weeks 
the membership of the Radio Whole- 
salers Association has doubled itself. 
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‘Tuning 1. on the Radio News 





Distributor Uses Post Card 
to Advantage 

A. Z. Heller, of the York Supply 
Co., Peerless distributor of Dayton, 
O., has been using a unique idea for 
advertising Peerless to his dealers. 

He sends out each week a postal 
card on the back of which is printed 
a picture of one of the Peerless speak- 
ers together with information relative 
to the appearance of Peerless news- 
paper advertising in various towns in 
which he is interested, and a brief 
note reminding the dealer to listen in 
on Sunday to the next Peerless 


program. 
* * 


Metropolitan Adds Line 

The Metropolitan Electric Supply 
Co., Chicago, has taken over, as exclu- 
sive distributors, the Federal ‘“Ortho- 
Sonic” radio manufactured by the 
Federal Radio Corp., Buffalo. It has 
arranged a demonstration studio and 
customers as well as friends are in- 
vited to have a demonstration at any 
time. For its radio department it has 
taken on four salesmen and an engi- 
neer. 





* * * 
Spare Tubes — 
prt wo mae Bir pa 
with this Idea spare tubes for a 
radio set as it is to 











have spare tires for an automobile. 
The people of today want to get 
there and back and do not want any 
interruption of their pleasure or en- 
tertainment. 

Radio tubes of the better class have 
reached a high state of perfection but 
the fact remains that as long as they 
do most of the work in a radio set 
they require replacement occasionally. 
There is also the possibility of dam- 
age to the tube through accident such 
as dropping or receiving a sudden jar. 
Set owners should be sold one spare 
tube for every different type in their 
set as the best insurance against pos- 





sible annoyance. Remember that a 
radio tube wears out only through use 
and a spare tube will always be as 
good as a new for an indefinite period. 
In purchasing a new set it is always 
well to have the dealer supply the 
spare tubes necessary. In case the 
set owner already has his equipment 
the dealer will be able to tell him 


what types of tubes to provide for. 
* * * 


What Overload Does to 
Kino-Lamps 


In the desire to secure greater il- 


A Section Devoted to News of the Radio Industry. Wholesalers, 
Jobber’s Salesmen, Manufacturers and All Others Interested in the 
Development and Merchandising of Radio Are Invited to Send in 
Their Contributions to These Columns. News Items, Snap-Shots and 
Interesting Phases In Designing and Selling Are Welcome. 


lumination not so much in television 
reception as in general experimenta- 
tion, there is always danger of over- 
loading the neon or kino-lamp. In 
the case of the kino-lamp, the current 
should be limited to 25 milliamperes 
for long life, which is obtained by 
operating on 235 volts with a 50,000 
ohm adjustable current-limiting re- 
sistor in series. 

Just what happens when a kino- 
lamp is overloaded? Answering this 
question, D. E. Replogle of the Ray- 

(Turn to Page 82) 











Little Glimpses Into the Future 


“No One Seems to be Working On It’ 
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to Another — 


A . 
Tubes here’s what I’d do: 


n =v 2 


other tubes— v z 


cc ws 2 SP we 


Also to prove that volume is increased without 
distortion— z z z 


So you remember ARCTURUS — the tube is 
colored blue and packed in a distinctive blue 
and black carton. ® z 





No other make of radio tubes presents the 
demonstrable features capable with 








ae L, I were selling you ARCTURUS A-C 


z 


With the No. 127 Detector in a test meter, I’d increase the line 
voltage to convince you the tubeis immune to line surge— 


Then I’d place the tube in a set to show that reception 
begins in 7 seconds — against 30 to 60 seconds for 


2 








Type 22 Arcturus. How greatly this simplifies 
= —- the selling job—and convincingly! 











market, 





The first quick-acting 
2.5 volt, 5-prong A-C 
Detector. 








How easy for you to do the same 
thing to yourdealers and your 
dealers to their customers! 
Arcturus blue tubes sell 
themselves.and stay sold. 


Jobbers can see here 
greater sales and 
profits and will 
write for the 

















Type 126 Arcturus 
An efficient and sensi- proposi- 
tive amplifier for r. f. ° 
and a. f. amplification. tion. 











Type 071 
Affords maximum un- 
distorted volume and 
tone quality. 




















” Type 180 
A new standard in Full 
Wave Rectifiers. 
Rugged, - electrically and 
mechanically perfect. 
























The original line of 15 
volt tubes, including 
Nos. 26, 48, 40, 22, etc. 











ARCTURUS RADIO CO. 


ARCTU 


Lire 


el ie 





NEWARK, N.J. 


RUS 


TUBES 
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New Radio Products, Illustrated 








United Reproducers Corp., Rochester, announces a new dynamic repro- 
ducer, available in chassis form and in mantel style. Chassis assembled as a 
unit on heavy pressed steel base-plate provided with holes for attachment 
bolts or screws. Power transformer and rectifier, where furnished, are as- 
sembled in unit with chassis. Mantel style, of-Gothic design finished in wal- 
nut, is of special construction to accommodate greater weight of dynamic 
chassis. Cone spider is fastened to baffle plate integral with front of cabinet. 
Each reproducer equipped with 8 ft. silk covered power cord with plug and 
switch and 8 ft. silk covered speaker cord with phone tips. All models con- 
tain single-turn copper-strip voice coil and new input transformer with 
single-turn copper-strip secondary. 












Raytheon Mfg. Co., Cambridge, Mass., an- 
nounces a comprehensive line of foto cells pro- 
duced in the hard-vacuum and gas-filled types, 
as well as in bulb and tubular shapes. These 
are available in two spherical bulb types and 
three tubular types, to meet a wide variety of 
uses in television, daylight recording, photo- 
meter, fire alarm system, laboratory, experi- 
mental and other applications. 





An __ improve- 
ment in its gen- 
eral utility, or 
-01-A type tube 
has been an- 
nounced by De 
Forest Radio Co., 
Jersey City. A 
few form of fila- 
ment, with a 
special metal 
support heavily 
oxide-coated, has 
been developed, 
following suc- 
cessful ex peri- 
ments with same 
in the DeForest 
401-A Audion, 


























The Gold Seal Electrical Co., New 
York, are using a new carton for 
their tubes. It makes use of the 
three strongest colors known—red, 
blue and yellow. Believing that too 
much printed matter was of no help 
to display value, the wording on the 
box has been cut down to minimum. 














Raytheon Mfg. Co., 
Cambridge, Mass., an- 
nounces the Ray-227, 
a new heater type 
A-C tube employing a 
metal cylinder enclos- 
ing a centered helical 
heating wire, instead 
of the usual insulator 
tubing threaded with 
heater wire. The ab- 
sence of frictional 
wear, chemical action 
and unequal heating 
between wire and sur- 
rounding insulator 
makes this tube one of 
longer life than those 
of this type formerly 
produced by Ray- 
theon. 











* 





ect ‘ 4 

Kellogg Switchboard & Supply Co., Chicago, has produced a new radio re- 
ceiving set—model 520. It is 9% in. high, 121% in. deep, and 28 in. wide. 
This model comes complete with A. C. tubes, 








w_—€ 
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Temple Corporation 


1937 S. Western Ave., Chicago, U. S. A. 
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Ameriea’s 



































. Sterling’s highly improv- 
Su poe ~) ities ed Magnetic Speakers de- 

«nesencaticaa:_liverbetter tone and more 
N : ats ine tne volume than many dy- 
namic speakers on ordinary amplification. Cus- 
tomers who want good tone quality can have it 
at low cost with this wonderful chassis. Don’t 
take our word for it, but arrange at once with 
your jobber for a comparative demonstration. 


it- 1. stripped chassis, as shown, $14 List. 


t-3. the same chassis in a well-made 


baffle box, $18 List. 


it-2, the Vari-tone model, is a table type 
speaker, beautifully finished in deep 
bronze and old gold. Has the R-1 mech- 
anism, $25 List. 


Sterling has it! No longer 
Hu LLL I ess need your customers com- 


Dvnamie plain of a dynamic hum, 
- if you sell the powerful 


Sterling Dynamic. Unusually efficient on sets 
employing ordinary amplification. R-13-C, 110 

volt 60 cycle Chassis, $43 List. 
, Improves tone by using 

€ 
S38 Power’ cither the 210 or 250 
ZC super-power tube. 
Amplifier (eee ee 
minutes to any type of radio set. May be used 
as the base of the Sterling Dynamic Chassis as 
shown. Only $38 List. 

Attach this new Ster- 


Hu her ling device to any AC 

re e dynamic speaker in a 
Eliminator jh and the hum will 
disappear. Remove the last objection to dy- 
namic speakers. Priced low for universal use. 


R-313, $3.50 List. 








SS Aree st 
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Greatest Radio 


Aeceessory Line 


2 ee Thousands of dependable Ster- 
d ower ling Power Units are supplying 
in its constant, economical socket 


power for operating DC radios 
in every section of the country. If a customer 
is not ready to buy a new AC set, retain his 
good-will by suggesting that he electrify his 
present set with Sterling Power Units. Com- 
plete line of ‘*A”’, **B”’ and “*B-C”’ Units. 


R-81, 180 volt “B’’ Power, complete, 
$28.50 List. 


R-93 V. strictly dry 6-volt ‘A’? Power, 
complete, $37.50 List. 


-94, special 4-volt ‘A’? Power for 
Radiolas 20, 25 and 28, complete, $32 List. 





















Ea The several Sterling 
Serv ce dependable testers are 


Equipment priced so low there’s 


no need to be without 
complete testing equipment. 
This popular tester 


Un iversa i shows and checks 


a lS emission on all AC 
Tube Te ster and DC tubes and 


reactivates DC tubes. Designed for universal 
service at the counter or in the service depart- 


Free! —Our little maga- 
zine, “‘The Sterling Radio 
Salesman,” will gladly be 
sent regularly to any radio 
salesman on request. In- 
teresting and helpful. 
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de Forest 


In 1929 the De Forest franchise means more to ra- 
dio dealers than ever before. All the ingredients 
that spell S-U-C-C-E-S-S are there! 


The Product! De Forest Audions perform and 
stand up—so that every user comes back for more 
of the same. 


The Policy! The slightly higher selling price (justi- 
fied by the better performance) means bigger dis- 
counts to you. 


The Advertising! 1929 sees the greatest adver- 
tising campaign in De Forest History. Broad- 
‘asting’ extended to wider territory! —Larger 
space in newspapers and more papers! Dominat- 
ing space in the SATURDAY EVENING 
POST in the height of the selling season! Entire 
country blanketed by three months’ Billboard cam- 
paign. More Display Material for your Windows 
—Booklets—Counter Cards—to help you sell more 
De Forest Audions! 


Watch De Forest in 1929! 


DE FOREST RADIO COMPANY 
JERSEY CITY - - NEW JERSEY 
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(Continued from Page 76) 


theon engineering department states: 


“Of course the illumination from 
an overloaded kino-lamp is enormous- 
ly increased, but the life is corres- 
pondingly decreased. The neon gas 
is rapidly cleaned up or exhausted, as 
the result of overload, and other gases 
present in the metal and glass parts, 
are driven into the diminishing neon 
content, causing a change in color of 
the glow from the rich pink to a 
sickly lavender. The kino-lamp 
should be operated at 25 milliamperes 
or less. The life is cut in half if the 
current flow is raised 50 per cent, 
with still more rapid decrease of life 
beyond that overload. 


“An overloaded kino-lamp soon 
loses its uniform glow, and the illu- 


| mination on the plates becomes spotty. 


This is due to the boiling out of gases 
deeply imbedded in the plates, which 
would not be boiled out under normal 
operating conditions. Excessive over- 
loading causes the plates to buckle 
from the heat generated. The glass 
beads may be cracked by the heat, 
causing leakage of current. Voltage 
breakdown takes place between closely 
spaced wires, due to the presence of 
other gases and water vapor. 


“A kino-lamp that has been seri- 
ously overloaded is, of course, more or 
less permanently ruined and should be 
replaced by a new kino-lamp for any 
precision work such as television re- 
ception. Nevertheless, due to the care 
with which such a device is made in 
the first place, it is possible to restore 
the damaged lamp to some extent, at 
least for experimental applications. 
The damaged kino-lamp should be 
operated at a current drain of 20 mil- 
liamperes for hours, following the 
same practice of the original aging of 
the tube at the factory. This pro- 
cedure should restore a more or less 
uniform glow over the plates, although 
of reduced intensity and changed 
color. If alternating current is ap- 
plied, both plates will be treated si- 
multaneously. If direct current is ap- 
plied, such as from a B-eliminator, 
only one plate will be treated at a 
time. A re-aged kino-lamp will us- 


ually be good enough for ordinary 


experimental use, so that it need not 
be a total loss. 


“Nevertheless, an ounce of preven- 
tion is worth a ton of cure, when it 
comes to the operation of kino-lamps.”’ 















Majestic 
Distributors 


have placed orders for 


$120,000,000 


worth of 





ELE GPRIGRADIO- 
Receivers 


fr 1929 


GRIGSBY-GRUNOW COMPANY, 5801 Dickens Ave., CHICAGO, ILL. 
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Continued Success 
in 1929 to 


Jobber’s Salesmen 
— SHLIING << 
Findlay Metal Consoles 








Individually 
Designed Individually 
To Match Designed 
American Bosch To Match 
pex 
Atwater Kent 
Bremer-Tully Howard 
Crosley King 
Eveready Kolster 
Fada Philco 
Federal Radiola 
Freed-Eisemann Shamrock 
Graybar Steinite 


Stewart-Warner 
Zenith 














Findlay Metal Console 
for the Radiola 60 





QUR presentations during the new year will show continued ad- 
vancements in the development of Metal Radio Furniture. New 
products—distinction in quality, excellence in artistry, beauty in 
design, superior craftsmanship . . . these will be the outstanding 
features in FINDLAY Metal Radio Furniture for the new season. 


‘Findlay Metal Consoles Sell Sets’”’ 


Robert Findlay Mfg. Co., Inc. 


Metropolitan and Morgan Avenues 
Brooklyn, New York 














Details on Radio Convention 


The next annual convention of the 
Federated Radio Trade Association 
will be held at the Statler hotel, in 
Buffalo, February 18 and 19. Thes: 
dates are for a two day convention 
only and the former three day meet 
ing which was scheduled is no longer 
in effect. At this convention it is 
planned that at least 500 registrants 
of the most prominent radio trades- 
men in the United States will be on 
hand. 


This will be the first Federated 
convention at which there will be in- 
dividual sectional meetings of the va- 
rious divisions of the radio trade. The 
Association will provide for nearly a 
day and a half of individual meetings 
to the devotion of individual problems. 

The Manufacturers Representatives 
section, composed of over 50 of the 
leading manufacturers representatives, 
will further complete its plans for 
its organization and will meet to dis- 
cuss its joint problems. This section 
is headed by George Riebeth of the 
French Battery Co. 


The Radio Retailers Association, a 
national organization of radio dealers 
headed by Julian Sampson of St. 
Louis, Mo., will further complete its 
organization and will place commit- 
tees in operation to increase the 
value of the association to the radio 
dealers. Prominent radio retailers 
will address their separate meeting 
on radio selling and merchandising. 
Information will be given the visiting 
dealers as to how they may better 
conduct their enterprises to make it 
more profitable. Prominent retailers 
from coast to coast have signified 
their intentions of being at this meet- 
ing and will do everything possible to 
increase the prestige of the retailer 
and to further organize this organi- 
zation. 

The Radio Wholesalers Association 
with Peter Sampson of the Sampson 
Electric Co., president, will hold its 
own individual meeting at which time 
several prominent members of the 
radio industry will speak on whole- 
saler problems. Committee reports 
will be made showing the activities 
of the Association during the past 
year. Recommendations will be 
made concerning merchandising of 
radio apparatus. 

Special consideration will be given 
to the committees on the following 
subjects: 

1. Dealer deferred payment plan. 
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A Radiotron 
for every purpose 
RADIOTRON UX-201-A 
Detector Amplifier 
RADIOTRON UV-199 
Detector Amplifier 


RADIOTRON UX-199 
Detector Amplifier 


RADIOTRON WD-11 
Detector Amplifier 


RADIOTRON WX-12 
Detector Amplifier 


RADIOTRON UX-200-A 
Detector Only 


RADIOTRON UX-120 
Power Amplifier 
Audio Stage Only 


RADIOTRON UX-222 
Screen Grid Radio 
Frequency Amplifier 


RADIOTRON UX-112-A 
Power Amplifier 


RADIOTRON UX-171-A 
Power Amplifier Last 
Audio Stage Only 


RADIOTRON UX-210 
Power Amplifier Oscillator 
RADIOTRON UX-240 
Detector Amplifier for 
Resistance-coupled 
Amplification 
RADIOTRON UX-250 
Power Amplifier 


RADIOTRON UX-226 © 


‘tlament 
RADIOTRON UY-227 
A.C. Heater 
RADIOTRON UX-280 
Full-Wave Rectifier 


RADIOTRON UX-281 
Half-Wave Rectifier 


RADIOTRON UX-874. 
Voltage Regulator Tube 
RADIOTRON UV-876 
Ballast Tube 


RADIOTRON UV-886 
Ballast Tube 


The standard by 
which other vacuum 
tubes are rated 


Look for this mark 
on every Radiotron 

















ai Serene ee 
E. F. McDONALD, Jr. 


President, ZENITH RADIO CORPORATION, says: 


6 








6 ONS 


CN AN ANN Oe ee NS te lhaNT as 3 


“We determine the performance eof all of our receiving 
sets by using BCA Radictrons. That is berause they 
materially enhance the reception of our instrumenta. 
We urge eur dealers to recommend them for initial 
equipment and for replacement.” 


CAM rah Z. 


If you wish your receiving set to give you the best results, renew 
all of your vacuum tubes with RCA’ Radiotrons once a year at 
least. It is better not to use new tubes with old ones. 


RCA RADIOTRON 


RADIO CORPORATION OF AMERICA - New York + Chmage + Atlente © Dallas + Sen Proce 


This is the first of the 


1929seriesofRadiotron 
advertisements, each 
of which will be signed 
by a leading manufac- 
turer of radio sets. 

as Van 








Better Manufacturing Methods— 


Better Test Methods— 


Longer Experience— 


RCA Radiotrons are better vacuum 
tubes—And better tubes backed 


by great year-round advertising 


Pioneering— 
Result: 


naturally win the biggest sales. 


RADIO CORPORATION OF AMERICA < New York - Chicago ~ Atlanta + Dallas + San Francisco 





RCA RADIOTRON | 


MADE 


THE 


MAKERS 


ees 


RA DIOLA 
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A New | 
iMmM 


Headset 


Special Dependable No. 65 

















All Bakelite Case 


Terminal Blocks 


Moulded In 


Highest Grade Forged, 
Oversize Chrome 
Magnets 


The same care in de- 
sign, construction and 
selection of material 
that made the Trimm 
Professional and 
Trimm Dependable 
Headsets the sensa- 
tion of a few years 
ago. There is a big 
sale to-day for head- 
sets for chain broad- 
casting, short - wave 
use and for use when 
the loud speaker 
might be disturbing. 

Owing to large pro- 

duction, we are able 

to quote 





Remarkably Low 
Prices 


Send for full information 


MANUFACTURING 
COMPANY, 
































} This 


| mittee. 


| trade 


committee headed by James 


| Aitken of the Aitken Radio Corp., 


Toledo, has made an exhaustive study 
of finance plan now in operation for 
dealer sales. They will have a com- 
plete report and finance plan ready 
for adoption by members of the as- 
sociation. 

2. Report of insurance plan com- 
Mr. 
Co., 


Levy, of the Sampson 


Electric Chicago, chairman of 


| this committee, is now working on ar- 
|rangements with insurance organiza- 


tions to provide a suitable connection 


for members of the Radio Wholesalers | 
Association to secure better insurance. | 
report will be met | 
with considerable enthusiasm on the | 


This committee 


| part of the members. 


3. Report of credit and collection 
committee will be given with a view 
in mind to provide credit and collec- 


| tion service for members of the asso- 
| ciation. 


At the present time this im- 
portant subject is being investigated 
very thoroughly by a committee com- 
posed of credit managers of various 
firms members of the board of di- 
rectors. 


Other business will be given con- 
siderable thought and many policies 
determined upon. The meeting of 
the Federated Radio Trade Associa- 
tion composed of all four groups will 
be addressed by President Harold J. 
Wrape, who will review the activities 
of the organization since the past con- 
vention and will present the plans for 
the further operation of the associa- 
tion. Elmer C. Metzger, president of 
the Buffalo Radio Trade Association 
will welcome the guests to Buffalo. 
There are several important speakers 
scheduled to address the meeting, 
among them being: Herbert H. Frost, 
president Radio Manufacturers Asso- 
ciation; Wm. Hedges, president Na- 
tional Association of Broadcasters; 
Judge Van Allen, legal counsellor of 


| the Radio Manufacturers Association, 


and Hon. Frank D. Scott of Wash- 


| ington, D. C. 


The convention will terminate with 
the election of the board of directors 
who will govern the activities of this 
organization for the coming 
year. New officers will also be chosen 
to direct the sectional activities and 


_ guide the course of these branches. 


President Harold J. Wrape is very 
optimistic concerning the coming con- 
vention and expresses himself by say- 
ing that it will be the greatest the 
Federated has ever held. The Roches- 











RADIO P TUBES 





The Perryman Guarantee 


Protects YOU as well as 
Your Customers! 


We don’t have to tell you that 
the dealer frequently has to 
make good out of his own 
pocket on tube replacements. 
This, in spite of elaborately 
worded guarantees. 


But we can tell you that no 
Perryman Dealer. has ever 
had to pay out his own money 
to make good for us. 


Perryman Tubes perform 
with the best year in and year 
out. That’s why they sell as 
fast as we can make them. 
And, in addition to the extra 
profit, Perryman dealers have 
a griefless proposition so far 
as replacements go. Which 
means a lot. 


If you wish to examine the 
Perryman 1929 proposition 
write us today. 


Perryman Electric Co., Inc. 
33 West 60th St., New York, N. Y. 


North Bergen, N. J. 


ERRYMA 


Ravdio TUBES 


Plant: 
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'T ux last six months teach a 
lesson about Zenith Automatic 
Radio—a lesson that any radio 
dealer can study with profit. 
The reception which the radio 
buying public has accorded this 
remarkable new development 
is decisive. Automatic Tuning is 
here to stay—to grow as All Elec- 


tric Radio grew. And the point 


SUGEGEREE 
>Re 


of interest to the radio dealer is 


this—Oniy Zenith has Auto- 





matic Teen ims. Just pressa button—there’s your 


station instantly. No uncertain- 
ty—no logging—no hunting for 
stations. The owner himself sets 


30 Models—3 different circuits including De Luxe, Auto- the Zenith Automatic in half a 
matic and Phonograph Models—with or without loop or pe ste without aug tools. Yet 

‘ ere is nointerference with the 
antenna— battery or completely electric— $100 to $2,500 ordinary dial tuning in the old- 












—_ -- = 
—Z - Pi 
Cd aa Zh 
-_ 
s — 
LONG DISTANCE-HE, 
‘Automatic Radio”? Owned and Controlled by The Zenith Radio Corp., Chicago, U. S. A., under the following patents 


fashioned way. 

_ 

G 
ar B© 
RACE MAR 

3620 Iron Street CHICAGO 
—Vasselli 1581145, Re-issue 17002, Heath 1638734, Canada 264391, Gt. Britain 257138, France 607436, Belgium 331166. 

Also under Marvin and other U. S. and foreign patents pending. 


Licensed only for Radio amateur, experimental and broadcast reception. Western United States prices slightly higher 


WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO 


tl le Sn Ml AM Mn, Ml, Mn, Mi i tn, An hn Ah hn Ni, lt, Sl, Al, Ml Mn, A Bl, la, ln, A A, lin, th, tr, Mas Mn, tr hy hn this. th, thn. th. 











$8 


THE JoBBER’S/A]JSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


VV UTAY ALT Ae 
callCeCo the 
clearest toned 
longest life - 
allolesmyeima sts 


market 


GC 
A.C. 
DETECTOR 
TYPE 








.... and their popularity 
is constantly increasing. 


[DEALERS and consumers alike 

have found in the CeCo tube 
a uniform standard of excellence 
that is rarely encountered in other 
makes. 


For full information write to 
CeCo Mfg. Co., Inc. Providence, R. I. 


Gato 
Tuber 








Listen in on the CeCo Couriers 
with a sparkling musical program 
on the air every Monday evening, 
8:30 Eastern time (7:30 Central 
time), over the entire Columbia 





Broadcasting Chain of 20 cities. 





| ter Radio Trade Association and the 


combined to form a welcoming com- 
mittee and with the joint convention 
committees they will surely provide a 
suitable background for the activities 
of the group. 


* * * 





| Woman’s Influence on Radio 

| Sales 

| Outstanding present trends in radio 
receiver design are largely due to fem- 


inine influence. This applies to the 


| high type finish, style and beauty 
' which are being expressed in_ this 


| season’s 


| of “eye appeal” 


radios, and in which the 
manufacturer is stressing the factor 
to the consumer 
public. 


These are the opinions of David 


| O’Brien, radio sales manager of the 


| York. 


Graybar Electric Company, New 
“It is difficult to tell exactly 


what proportion of purchases are de- 
| termined by the woman,” Mr. O’Brien 


says. “But we do know that in the 
great majority of instances, she is, as 
in the automobile world of today, a 
very active influence and has very 
definite ideas as to what the radio re- 
ceiver should be, both as to appear- 
ance and quality of reception.” 





Here’s the story that accompanied the 


above: “We object to all salesmen who 
claim they are with the best house in the 
country, because we ‘know it is the Cook 
Electric Supply Company, Oklahoma 


City, Okla. Above is the proof. They 
swap hats and jobs. W. A. Meyer 
(Bill), left, will now be in charge of 
stock and city desk. G. M. Wilson 


(George), right, will travel the western 
territory. ‘But not on a bicycle.’ The 
shipping department also has a new hus- 
tler—D. A. (Hoot) Gibson.” 


| Buffalo Radio Trade Association have 








This is E. F. Stephanek, service mana- 
ger at Erner Electric Co., Cleveland, O., 
and you know what that means—plenty 
of problems. 





Association Service Catches 
Thief 

Recently the St. Louis Radio 
Trades Association office issued a 
bulletin to the entire trade giving de- 
tails of how a negro check artist had 
succeeded in securing four radio sets 
from four different dealers through 
use of forged certified checks. The 
bulletin carried a description of the 
negro and advised any dealer ap- 
proached to call police and any of the 
dealers who had been victimized and 
have the negro identified and jailed. 

The value of an Association to the 
trade whether members or not de- 
veloped very forcefully in this case 
when the bulletin reached the Peter 
Hirsch Radio Co. in St. Louis. 

Some time later the negro visited 
the Hirsch store with another of his 
“rubber” checks and Hirsch, remem- 
bering the Association bulletin, han- 
dled him cautiously. Pete checked 
the description, ete., and concluded 
this was the man. He sold him a 
set, took the check, and promised de- 
livery promptly. Pete Hirsch called 
police and set his trap. One of the 
men who delivered the set was a city 
detective and the negro was arrested. 

The negro’s confession developed 
the information needed to secure re- 
turn of stolen sets which could be 
identified. All the sets had been sold 
through a negro dealer in Chi- 
cago. The Association secretary, 
Mr. Franklin, of Franklin Radio Co., 
and Dorton, of Dorton Radio Co., 
went to Chicago and recovered three 
of the previously stolen sets. The 
other may not be recovered due to no 
serial number being available from 
dealer whose set was stolen. 
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= Raytheon ¢ 


LONG LIFE RADIO TUBES 

















Some 
of the popular 


HEALTHY Tubes 


Attheleftisshown an“anatomical” 
picture of the special element- 
support used in all Raytheon A. C, 
Tubes of any type. 





This 4-Pillar construction, cross- 
anchored at top and bottom, holds 
filament, grid and plate perma- 
nently in their correct relative 
positions. 





And, in turn, this inflexible con- 
struction makes the tubes last 
much longer, meanwhile prevent- 
ing microphonic noises and giving 
clear, undisturbed reception. 


The distinctive Raytheon package, 
in orange, green and black is used 
for all the types of tubes shown 
above, and makes a very attractive 
display appearance on the shelf. 


RAYTHEON MFG. CO. 
CAMBRIDGE, MASS. 
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Used in 
Knockout of 
Conduit Box 


Ideal for 
Canopies 


Fit Shallow 
Ceiling Pans 





Canopies 
of Store and 
— 
Office Fixtures 





i 





Better 
Lighting Conditions 
Lower 


Production Costs 


Industrial plant and commercial institution executives 
are realizing every day the economic advantages of 
individual control of higher wattage units for better 
lighting. There is a constant demand for economy 
of installation, individual control and absolutely de- 
pendable operation. This gives you a steadily increas- 
ing market for the new Levolier Fixture Switch. 


the New 


SLevotter 


#06, U.S, PAT, CPR 


Fixture Switch 


is the answer to individual control of high-wattage 
lamps. It localizes lighting; economizes in the use 
of current; cuts down installation costs, and facili- 
tates replacements. 

Redesigned and built of stronger parts so that it will 
take the heavy surge of switching a cold 500-watt gas- 
filled lamp. 

When talking industrial plant, store or office light- 
ing, keep the Levolier Fixture Switch in mind. It 
is a big factor in turning many a sale. 


ESTABLISHED 1904 


VALPARAISO INDIANA 








A Resume and a Forecast 
By N. P. BLOOM 

President, Adler Manufacturing Company 
S THE 1928-1929 Radio Season 
A approaches its peak, normal 
as to season but in other re- 
spects abnormal, it is of vital interest 
to all of us within the industry to 
renew some of the more important 
developments, to analyze them and 

then to use them, intelligently. 

Everybody is already familiar with 
the fact that there is an actual short- 
age of merchandise even now, before 
the peak has been reached. It is only 
human for all of us to moan and tear 
our hair over the additional profits 
that could have been ours had there 
been enough merchandise to go 
around. ; 

Yet just a year ago the situation 
was one that was conducive only to 
the increased production of gray hair. 
We witnessed a revolutionary change 
when A. C. sets came on the market. 
The storm which followed was very 
disastrous to manufacturer, jobber and 
dealer, alike. Stocks were thrown on 
the market in a wild effort to get out 
from under and everybody was badly 
hurt. However the atmosphere quick- 
ly cleared and the foundation was 
laid for a more permanent and endur- 
ing structure. At the present time 
we believe that almost everybody is 
agreed that the radio industry has al- 
ready gone through the throes attend- 
ant to the evolution of an infant indus- 
try and has now reached a stage of 
stabilization and that development 
from now on, as new models are 
brought out, will be along the lines of 
refinement of mechanical details to- 
gether with added eye value. The 
history of the automotive industry is 
a parallel case. 

We know all of this now but back 
in the spring and early summer months 
the lessons of last fall were still 
fresh in our minds. The officials of 
the Adler Manufacturing Company 
realizing that the future of their busi- 
ness depended upon the use of plain 
common sense, decided to produce 
only against actual bona fide orders. 
Almost simultaneously, a number of 
the leading cabinet manufacturers 
made independent announcement of 
policies similar in principle. We 
wish to make it clear that there is no 
organization of cabinet manufacturers 
and that there was no concerted action 
on the part of any group of these 
manufacturers. We all proceeded 
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Far-seeing manu- 
facturers of Radio 
Receivers are 
choosing their 
Adler-Royal de- 
signs for the 1929 








season now. You, 
too, can use | 
Adler-Royal skill 

and resources to 

your advantage. 

Write us. 


Hi 











ADLER-ROYAL 


RADIO CABINETS 


In the fashioning of many designs to please 
the fancies of many men, there is occasion- 
ally wrought a work of universal appeal. 
Such a creation is the Adler-Royal No. 208 
pictured above. It received the major at- 
tention at the Shows. It immediately took 
first place in sales. It has since been the 
outstanding number for Adler-Royal job- 
bers and dealers in every section—as popu- 
lar in the middle and far west as in 
metropolitan New York. Of vital signifi- 
cance to the trade is the fact that its popu- 
larity continues for future delivery. Radio 
is rapidly developing a 12-month sales-year. 
The top and sides of this appealing cabinet display 
selected walnut veneers and the door panels form 
a beautifully shaded picture of butt walnut veneers 
framed in overlays of exquisitely colored birds-eye 
maple. Order it today and it will accelerate your 
sales. 


ADLER MFG. CO., Inc. 





LOUISVILLE, KY. 





It speeds the sale 
to say “Cabinet 
by Adler-Royal” 
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MURRAY 


Peeeerk SERVICE SWITCHES 


Accessible Main 


Fuses 





And 
Combined with 


Accessible 





Branch Fuses 


Types 
to Suit All 


Requirements 


Easy Wiring is 
Characteristic 
of Every 
Murray Switch 


Catalog on Request 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN + NEW YORKEK 





CHICAGO PITTSBURGH DETROIT 

PHILADELPHIA ST. LOUIS MINNEAPOLIS 

BOSTON ATLANTA SEATTLE 
DALLAS 











with cautious steps and it was only 
natural that we should do so. Job- 
bers were slow in placing their com- 
mitments with manufacturers. Fac- 
tories were unwilling to go ahead and 
make up large stocks and then trust 
to the Almighty that they would sell 
them. 

The immediate result of the adop- 
tion of this policy has been that 
there is an existing shortage of mer- 
chandise. As we see it, the situation 
is a healthy one and from the stand- 
point of economics, it is the best thing 
that could have happened to the in- 
dustry as a whole. We realize that 
it is small consolation to jobbers and 
dealers to tell them that the situation 
is healthy when what they want is 
radio cabinets. However, we wish to 
point out that we are in exactly the 
same position as our jobbers and our 
dealers—we, too, have been distressed 
and have suffered a financial loss by 
our inability to take care of the orders 
that were offered us during the past 
few weeks. 

Taking a broad view of the situa- 
tion, we can all turn it to our advan- 
tage if we proceed along sound and 
constructive lines. 

The eventual result will inevitably 
be the lengthening out of the radio 
season with the gradual elimination 
of lofty peaks and correspondingly 
low depressions. It will also mean 
the correction of an economic evil 
which in the past has eaten into the 
profits of the entire industry—the 
dumping of close-outs at the end of 
the season will be few and far be- 
tween. 

We wish to express our appreciation 
of the hearty co-operation which our 
distributors have given us during a 
very trying period for all concerned. 
Every effort is being made to iron out 
the kinks which could not be avoided 
during the first few months of opera- 
tion under the new plan of producing 
only against actual orders. Our ex- 
perience so far has proven that the 
plan is basically sound and that with 
a few minor changes, a new era of 
prosperity is directly ahead for all 
of us. 

* * ” 


Barrett Reports Good 
Radio Business 


The Barrett Electrical Supply Co., 
St. Louis, Mo., reports an exception- 
ally good radio season. 
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coneerning 


BRIGHT STAR 
AMPLIPOWER. 


THE PROPHECY: Radio will always need 
the dry-cell “B” battery. Radio experts agree 
that for thoroughly satisfactory reception, the 
ideal “B” current is the pure direct current 
obtainable only from dry batteries. Radio 
owners realize this—and large numbers of 
them are still using their good battery-oper- 
ated sets. 


Television, too, requires the same unvarying 
direct current which can be obtained only 
from dry batteries. And after television, what? 
No man knows, and few can guess—but all 
agree that for the most delicate, accurate 
electrical work the dry battery is the ideal 
source of current. 


THE PROMISE: The Bright Star Ampli- 
power—itself the perfected development of 
two decades of experience in battery making 
—will be still further improved in accord 
with scientific progress. 


AMPLIPOWER IS GUARANTEED TO 
GIVE SATISFACTORY SERVICE FOR 12 
MONTHS FROM DATE OF PURCHASE, 
WITHANY TUBES OFSTANDARD TYPE. 


The Bright Star Battery Co. is the only man- 
ufacturer of dry batteries having enough con- 
fidence in its product to cover it with a 
binding 12-month guarantee —and the full 
resources of this company stand squarely 
behind the battery and the guarantee. 


BRIGHT STAR BATTERY CO. 


Chieago 


HOBOKEN, N. J. 


San Franeiseo 
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a PROPHECY -’ and a PROMISE 





““TWENTY YEARS 


BUILDING THE QUALITY LINE”’’ 
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| D yore 334 Made from the finest porce- 
lain, P&S Alabax fixtures will not rust, 
crack, peel or tarnish, and are unaffected by 
time, light, temperature or climate. They 
retain their lustre and color while the build- 
ing lasts. They are the ideal lighting fixtures 
for office buildingsand other public structures. 


This is the kind of fixture you can interest 
your dealers in. Sell your dealer on P&S 
Alabax fixtures and he’ll sell them readily 
just by displaying them; for the public is 
demanding them—due to our national 
advertising. And there’s a good profit in it 
for you, especially if you're working on 
commission. 

Our catalogue showing Pg S Alabar fixtures 
in their full colors sent to you upon request 


“P&S make labor less” 


ae PASS & SEYMOUR, INC. 
Division J Solvay Station Syracuse, N. Y. 


Reg. U. S, Pat. 08. 


ALABAX 


LIGHTING FIXTURES 





























Grigsby-Grunow Addresses 
Distributors 

The Grigsby-Grunow Co., Chicago, 
recently used a novel method of ad- 
dressing its distributors, during their 
convention in Chicago. A full page 
in a local paper carried the message 
to those attending the meeting. The 
idea of reaching its distributors in 
this fashion created considerable fa- 
vorable comment. 


= © 


Photographs Build Big 


Business 
(Continued from Page 11) 


prize of $10 was awarded to the 
Thomas organization for the picture 
being the most interesting one of the 
week submitted by anyone outside of 
a regular photographic syndicate. 


News pictures of this sort are con- 
stantly being used with splendid re- 
sults by Mr. Thomas. And it should 
be mentioned here that there are al- 
ways plenty of attractive girls per- 
fectly willing to pose for their 
pictures and then sign releases per- 
mitting the use of the pictures in any 
way at all. Also, it should be men- 
tioned that Mr. Thomas employs a 
high class commercial photographer 
to take the pictures and pays this man 
regular prices for the work—thus 
making it sure that the pictures will 
be of the best. 


Unquestionably this picture propo- 
sition is one of the big reasons why 
this concern is so very successful. 


And another big reason for its suc- 
cess is the fact that each Saturday 
morning a “round table” is conducted 
for the salesmen. At this meeting all 
sales problems of the week are 
thrashed out, the salesmen are fully 
acquainted with the advertising and 
publicity framed for the next week 
and everything is lined up for the 
next week. This sales conference, 
then, is really a planning meeting for 
the future rather than a grouch meet- 
ing at which salesmen tell simply 
about their past difficulties—which is 
the sort of thing that salesmen’s meet- 
ings sometimes degenerate into. And 
that’s an important point for other 
jobbers and wholesalers to consider 
—all your meetings tuned to the fu- 
ture rather than to the past. If not, 
wouldn’t it be good business to im- 
mediately change them? 
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RADIO*B’ BATTERY 


Ray-O-Vac’s newest and greatest“B” battery 
achievement—the new 8303 EXTRA Heavy- 
Duty Radio Battery! The extra-value battery 
you and your customers long have wanted. 
Extra power—extra life—extra good recep- 
tion from the first day to the very last! 


The famous Ray-O-Vac Cell Pocket con- 
struction—embodying new perfections and 
improvements—brings many new advan- 
tages for better reception and longer life to 
this EXTRA Heavy-Duty Battery. By the 
elimination of the old-fashioned pitch block, 
it also makes this 8303 Ray-O-Vac 20% 
lighter than other heavy duty batteries. 


This “super” Ray-O-Vac has 30% greater 
capacity than the 9303 Heavy Duty Ray-O- 


Radio is Better with BATTERY 


Vac Radio Battery. 30% longer life with 
only 13% more cost! New economy and 


better reception to attract new customers 
and hold the old! 


This new battery will be dominantly advertised 
during 1929 to millions of battery-operated set 
owners. An “‘extra-value” battery with extra profit 
possibilities your dealers can’t afford to overlook. 
Tune in now for more battery business with this 
Ray-O-Vac 8303! 


FRENCH BATTERY COMPANY 
Factory: Madison, Wisconsin 
Sales Office: 30 N. Michigan Ave., Chicago, Ill. 
Branches: Chicago, New York, Minneapolis, Kansas City, 
Atlanta, Los Angeles 
Also makers of Ray-O-Vac “A” and “C” Radio Batteries, Ray-O- 
Vac Flashlights and Batteries, Ray-O- Vac Telephone 
Batteries and Ray-O-Vac Ignition Cells 


Power and Best with Ray-O-Vacs 
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And Still They Come 


more and more orders for 


CST 


Fittings 
|that Superior Line| 


iF 





(OUR GOOD 
reasons for the increasing 


demand of YOUR cus- 
tomers for C.S.T. prod- 
ucts. 





1. 
Quality first — perfect 
stampings and clean cast- 
ings—always. 


No. 901 
Angle 
Connectors 





No. 601 
Squeeze 2 
Connectors ° 


Careful machining—clean- 
cut threads—and last of 
all a heavy galvanizing to 
protect each piece. 


3. 
No. 1202 
Bushings Code standard—approved 


by the Underwriters. 

4, 
Packed right—handy unit 
packages—shipped right— 
prompt shipments always. 





A complete line of all con- 





No. 901 duit fittings—write for our 
re : , 
——. distributors’ proposition. 


CST S 
THAT SUPERIOR LINE 


CHICAGO STEEL TANK CO. 
\s ELECTRICAL DIVISION ~~ 


6400 W. 66th STREET CHICAGO, ILL. 


32 Union Square 1321 Arch St. 314 Twelfth St. 


New York City Philadelphia San Francisco 
Boston Cleveland Detroit Minneapolis St. Louis 
Portland Seattle Los Angeles Dallas 





The new Thomas building is de 
signed for the exclusive handling o{ 
radios. There is a big warehouse, be 
lieved to be the largest for radio 
storage on the west coast. This ware- 
house has a capacity of nearly 20,000 
sets. An amazing feature in connec- 
tion with this is that during the first 
month it was used its capacity was 
taxed by a new shipment of sets but 
a month later it was more than half 
empty. 

There is also a splendid display 
room, a number of different sales 
rooms, a service department and a 
trucking department where all trucks 
are loaded and unloaded under roof 
with the loading platform on a level 
with the bodies of the trucks. This 
greatly facilitates handling. 


All sets are checked before going 
out and a special room has been de- 
signed for this purpose which is said 
to be one of the best equipped rooms 
of its kind to be found anywhere 
among wholesale radio distributors. 
Of course, this room, and all other 
phases of this splendidly equipped 
building, are a big asset to the organi- 
zation because of the fact that pros- 
pects are brought to the building, 
shown around it and convinced that 
with such equipment for service they 
will make no mistake in signing up 
with the concern. 


This new building was designed en- 
tirely by Mr. Thomas himself from 
his years of experience in southern 
California, first as a general electrical 
wholesaler and then as an exclusive 
distributor of radios. The building 
was opened to the public on Novem- 
ber 1 and was visited by huge crowds. 








Down in Houston, Texas, Graybar Elec- 
tric Co., Inc., has a fine home and a fine 
bunch taking care of it. There were spots 
on the sun when this was taken, but 
F. G. Caldwell (left), manager, will be 
recognized by his friends about the 
country. His companion is C. J. Adams, 
service supervisor. 








january, 1929 THE JOBBER’S[J]SALESMAN 97 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


FO W A IR ID 


-the new gem in the radio world 
Khe 1929 Howard 


Green Diamond Fight 


All Electric 8-Tube Receiver 


Everything built-in but the speaker — * 
no external power unit. Uses new 


Alternating Current tubes. Special 
amplifying system for electrical repro- 
duction of phonograph records gives 
greater range of entertainment. 


Howard quality standards maintained 
throughout. Now ready for inspection 
at leading dealers. 


Other Howard Models to $2500. 
Send for Illustrated Booklet. 


Howard Radio Company 


Makers of Fine Radio Receivers—Exclusively 


CHICAGO 


Licensed by R. C. A. 
and Associated Companies 
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Always Sell 


McGill Reflector and 
Hand Portable Guards 


There’s the McGill Reflector Guard, made on the 
same general principle as the Loxon Guard, except 
that half the guard is a heavily tinned solid metal 
reflector. Protects the lamp from unauthorized 
removal and breakage. Throws the light directly 
on the object being worked on. Protects the eyes 
from glare, resulting in better, quicker work. 


There is the complete line of hand portables for 
use on the work bench, under and around ma- 
chines in factories, automobile shops and garages. 


There are Loxon and Gripon Guards for drop 
cord and pendant lights and extension brackets 
that protect the lamps from breakage and theft; 
the Loxon locking on with a key and the Gripon 
for use in protecting the lamp from breakage 
only. 


Wherever a protective guard or a hand portable 
is needed, the answer will be found in the McGill 
line. Automobile service stations and machine 
shops are especially active now. If you haven't 
the latest price sheets we will be glad to send 
full information on request. 
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They said we couldn’t do it but we did. 
On the left is C. A. (Come Across) Force, 
credit manager and the old warhorse 
Harry B. Hewitt, salesman, both of the 
Manhattan Electrical Supply Co., St. 
Louis. What a pity Abe Martin wasn’t 
here! 





Claude W. Johnson 
(Continued from Page 16) 


the result that both in the contract- 
ing field and in the jobbing field the 
contractor or jobber is being driven 
into smaller territory, and while the 
contracting company is today still do- 
ing work all over New England and 
sometimes outside of New England 
due to connections with engineers, 
architects or builders, practically all 
of the contracting work is confined to 
a radius of one hundred miles: The 
jobbing business has also been con- 
fined to a much smaller area than 
when the company started. It now 
serves Central Massachusetts, Con- 
necticut east of the river, and New 
Hampshire and Vermont. As new 
jobbing houses spring up in different 
parts of the territory covered, Mr. 
Coghlin feels that he will be obliged 
to contract his activities to a smaller 
zone, which, of course, conforms to 
the general attitude today. 

John has two sons interested in the 
business, John W. Coghlin being man- 
ager of the Coghlin Electric Com- 
pany, and Edwin B. Coghlin being 
manager of Coghlin’s, Inc. 

These are but the high spots in Mr. 


| Coghlin’s life, but they do give a pic- 


ture of the man who has worked his 
way to the top, growing step in step 
with an industry over 36 years of its 
development, and today he is just as 


| closely in touch with it as the hour 


| 
| 


_when he through the switch on his 


first motor back in ’98. 
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Prompt delivery from branch stocks; advertising 
helps, tested window displays. Ask forthe Wagner Plan. 


Literature on Request 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue, St. Louis, U.S.A. 
Wagner Sales Offices & Service Stations in 25 Principal Cities 
Products: FANS... . Desk, Wall and Ceiling 
TRANSFORMERS... Power, Distribution and Instrument 
MOTORS .. . Single-phase, Polyphase and Direct Current 


The motor is the heart of the fan. The quiet 
Wagner Motor... product of specialists in 
a.c. small motors... correctly curved fan 


blades deliver a long strong beam of air. 


Adjustable speed, direction and oscillation. 
With half a chance these good looking 
Wagner Electric Fans will sell themselves. 
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MANUFACTURERS 
NEWS 











Square D Reorganization 


Announced 

Reorganization of the Square D 
Co., Detroit, with T. J. Kauffman 
succeeding B. D. Horton as president 
is announced. W. S. Worcester, sec- 
retary, assumes the office of treasurer, 
other officials being retained. A. A. 
Schueler is general sales manager, 
C. L. Hull is assistant sales manager, 
and L. W. Mercer was recently ap- 
pointed assistant general manager of 
the company. Officials report a favor- 
able record during 1928, the current 
year closing with a substantial in- 
crease in both sales volume and earn- 
ings. 


* * * 


Continental Radio Succeeds 
Slagle 


Organization of the Continental 
Radio Corp., has been effected at Fort 
Wayne, Ind., by a number of promi- 
nent bankers and business men of that 
city, the new company to take over 
and continue the business of the Slagle 
Radio Company, manufacturers of 
radio receivers and automatic ironers. 

Carl D. Boyd, former secretary and 
director of the Radio Manufacturers’ 
Association, who-has been a prominent 
figure in the electrical industry for 





the last 20 years, is president of the 
new company. The Slagle plant will 
be devoted exclusively to the manu- 
facture of radios as soon as the pres- 
ent production season is over, it is 
planned. Henry A. Schryver has been 
appointed head of the engineering 
staff. 

Charles M. Niezer, president of the 
First National Bank of Fort Wayne, 
is chairman of the board of directors. 
Other officers of the company are: 
B. Paul Mossman, vice-president; 
John A. Thieme, secretary-treasurer 
and William C. Rastetter, who has 
been appointed to the executive com- 
mittee. 

The corporation has a capitaliza- 
tion of $300,000, consisting of 30,- 
000 shares, each having a par value 
of $10. 


* * 


New Plant For CeCo 
Company 

Ernest Kauer, president of CeCo 
Mfg. Co., Inc., Providence, R. I., an- 
nounces that this company is consider- 
ing plans for the erection of a new 
plant comprising 50,000 square feet 
on each floor. This is in line with the 
proposed advertising and sales cam- 
paign for 1929. 





C. M. Meyer 


Carl D. Boyd 





Wilmer Cordes Advanced 

Wilmer Cordes, who for the past 15 
years has been connected with the ad- 
vertising department of the American 
Steel & Wire Co., has been appointed 
advertising manager of the company 
succeeding Mr. Ayers who has re- 
signed. His appointment which was 
announced by D. A. Merriman, vice- 
president and general manager of the 
company, and which bears the ap- 
proval of J. S. Keefe, president, is in 
the nature of a tribute to Mr. Cordes. 
It reads as follows: 

“Effective immediately Mr. Wilmer 
Cordes is appointed Manager of Ad- 
vertising Department. 

Since the retirement of Mr. Ayers 
the responsibilities of the advertising 
department have been in charge of 
Mr. Cordes, and the creditable man- 
ner in which he has handled the duties 
involved justifies the recognition an- 
nounced above.” 

Mr. Cordes is very well known in 


the advertising fraternity. 
* & & 


Erie Malleable Appointment 

C. E. Collier, western manager of 
the Erie Malleable Iron Company, 
Kondu Division, announces the addi- 
tion of A. C. Hirschman to the Chi- 
cago sales organization. Mr. Hirsch- 
man will cover the state of Indiana 
with headquarters in Indianapolis. 

* * # 

Benjamin Promotes Kester 

L. W. Kester, for many years as- 
sistant to the vice-president in charge 
of sales of the Benjamin Electric 
Mfg. Co., has been appointed mer- 
chandising manager of the electrical 
division. Mr. Kester will be chairman 
of the merchandising committee of the 
company, the functions of which will 
be to study markets and products, in- 
stitute the design and creation of new 
merchandise, find new uses for stand- 
ard equipment and develop plans for 
the coordination of the sales and en- 
gineering programs of the company. 
R. W. Staud, advertising and sales 
promotion manager, will be secretary 
of the committee. 
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THE CONTRACTOR IS 
ENTITLED TO 
THE BEST GOODS 


Reprinted from the Contractors business papers, January 





It costs you as much in time and material to install a switch Good work is your investment in a good Reputation. You 
you may have to replace, as to install one you will never could “‘get away” with something less; you could make more 
have to replace. The success of your profit for a little while by using cheap 
job depends no less on the cheap switch ee material. But being willing to do good 
than on the good one — but you have Shall the best work of the work, to build for the future, you are 
less to depend on. Your reputation for Electrical Contractor fail entitled to switches which will last into 
reliable work rests the same on the cheap for want of the best goods the future. You do not want a switch 
switch as on the good one, but you have to Support it? Doesn’t designed to save the manufacturer some 
not the same support. Yet you are the man responsible for the of the cost of producing, but one designed 
responsible; your customer makes no wiring - job deserve goods to save you the cost of replacing. You 
allowances. A switch-breakdown may that will faithfully share are entitled to that —from your Steer 
be in reality the manufacturer's failure, responsibility with him? and from your Jobber. You owe it to 
but to the customer it is your failure. yourself, and we owe it to you. We 
You may have done your part of the urge you to use the best switch, not 
installation the best it could be done. But trouble comes, because we make it but because you need it and your good 


because you did not have the best goods. And you lose. work deserves it. You'll find it, yes, in Catalogue *'T.”’ 


THE HART & HEGEMAN MFG CO. 


NARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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Safety 
HOLDERS 


Are safe, simple and fool 
proof in construction. 
They possess beauty and 
harmony in design with 
the same rich uniform 
finish noticeable 
throughout. 








Here is a photo of a group of engineers 
and radio sales executives, taken in the lab- 
oratory of The Sterling Mfg. Co., Cleveland. 
Left to right: R. E. Tresise, president of 
Sterling; E. F. Friedlander, manager radio 
department, the Bailey Co.; Joel Burtch, 
Sterling engineer; L. C. Eagan, district 
manager, Sterling; Jack Stirm, manager, 
radio department, Halle Bros. Co.; Elliott 
Dixon, engineer, radio department, Penn- 
sylvania Rubber & Supply Co; Ray John- 
son, manager, radio department, Erner 
Electric Co.; R. E. Clady, general manager, 
H. Lesser & Co. and R. H. Borden, radio 


Send for our catalog, 
which describes and illus- 
trates the values of our 





entire line. 





AER CACAO CAR CAFR AER CAPR CAN CAPR CAPR AFPR APPROPRI 





“HANGER SPECIALISTS” 


The Art Metal Co. 


1800 E. 38th St. 
CLEVELAND, O. 


~-@MD- 


\ 


VR AGRCAGR GAGE CAEN CAR CANONS ARR ERROE 


department, Buescher Music Co. 





| grounding conductor to boxes. 


| of the squeeze screw. 


Reduction in Lamp Prices 
The General Electric Co. 
nounces an eight per cent reduction 
in the prices of popular type automo- 
bile and flashlight lamps. This is the 
tenth reduction on miniature lamps 
since 1920, officials state. 

* * # 


Grounded Sheathed Cable 
Ready December 1 


The Underwriters’ Laboratories 
have announced that the label service 
for non-metallic sheathed cable, hav- 


an- 


| ing an uninsulated grounding conduc- 
_ tor, was authorized on November 15 


for material to be shipped on and 
after December 1. 


The use of this material was made 
mandatory in the new 1928 Code but 
it has not been available before be- 
cause improved fittings had not been 
developed to take care of the third 
wire. The laboratories have an- 
nounced that their list of inspected 
appliances will soon include a number 
of connectors for this material which 


_ will provide means for connecting the 


Some 
of these are of the ordinary form of 
squeeze type connectors provided with 
two brass washers beneath the head 
- When these are 
used the grounding connector is bent 
back through the connector without 
| leaving slack in box, and clamped be- 
| tween the washers beneath the head of 
| the squeezing screw. 

Another means provided for secur- 


ing contact between the grounding 
conductor and the box consists of a 
strip of copper which is wrapped 
about the non-metallic sheathed cable 
where it is held by means of the 
Thomas & Betts No. 2020 connector 
and wing type connector such as is 
used in switch boxes. Two lugs, 
which are punched up in the copper 
strip, provide the means for holding 
the end of the grounding conductor 
in place. 

The laboratories also announce that 
the use of labels on sheathed cable 
after March 381, 1929, will not be 
permitted. 

* * * 
New Manufacturer to Market 

Laminated Bakelite Products 

The Synthane Corp., incorporated 
in September, expects to commence 
the production of Laminated Bake- 
lite products upon the completion of 
its plant at Oaks, near Philadelphia. 

R. R. Titus, formerly vice-presi- 
dent and general manager of the Dia- 
mond State Fibre Co., and the Cel- 
oron Co., of Bridgeport, Pa., is presi- 
dent of the company, with J. B. Rit- 
tenhouse as vice-president and George 
J. Lincoln as secretary and treasurer. 

* * * 
Worthington Increases 
Territory 

T. C. (Dick) Worthington, Ken- 
tucky representative for the Triangle 
Conduit Co., Inc., Brooklyn, N. Y., 
has had the state of Tennessee added 
to his territory. 
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New 1929 Super Features 
Ball Bearings--No Oiling 


Greatly Increased Suction Power 
(See Diagram) 











TITTTTTTITTTT TT ETT ety 






CLEMENTS designers have set a new standard of 


electric vacuum cleaner value. 





OTT 


Never before this combination at this low price:— 
Ball Bearings—finest selected materials throughout 
—big, powerful motor—large, tapered nozzle—Free 


Floor Polisher. 
All tests show CLEMENTS. Jewel supreme in deep 


cleaning power—durability—and lack of “servic- 


ing” risks. U 


Floor Polisher 
FREE 


New Low : 
Prices To You! 






—— ee AMUIUULUULUILILLULL LLL a _| 




















\N 


Jewel shows inches 
more power: a trib- 
ute to new design 


Refinements Which Set A New Cleaner “Water U1 cer Lite” 
° est ows 
Standard For Popular-Priced Clements-Jewel 
Stronger! 
Electric Cleaners! Here is pictured the 
Cp Gauge used to test 
g oe sew CLEMENTS: 


Same type motor used by CLEMENTS in 


cleaning equipment made for industrial pur- 


os Sates 


ra . 
rk poses. Heavy duty’’—free from repair principles achieved 
7 risks. by CLEMENTS’ 
OF Special Ball Bearings engineers. 
E | ye lo gg Vibrationless ype Perfect Seal Nozzle 
| R ‘ Adjustment 
; Guarded Fan ““Vernier-like’’ adjustment on rear roller 
FY 8-blade unbreakable fan fitted with special exactly “‘tunes’ nozzle to all rugs, bare 
BS guard to eliminate danger of _ strings floors and linoleums. Makes cleaner glide 
Br catching. easier over high ‘‘pile’’ rugs. Makes use 
of Floor Polisher effective. Rubber rollers 
BS! Patented Hose Connection protect polished floors. 
oe makes attachment use easy Positive-Action 
Special Direct-to-Fan Chamber hose connec- Handle Lock 
tion which cuts off suction from nozzle and A simple arrangement at side of motor 
diverts it without loss of power thru housing locks handle in any desired posi- 
hose and tool. tion. Accident-proof. A wonderful help 
Interchangeable in attachment cleaning. 
‘“ 9 
Suction-and-Blowing Connection Dust bs A. a Prevents 
CLEMENTS Hose Connection fits either eee See ae 
intake for suction attachment cleaning or A **Pocket’’ in dust bag catches ali in- 
outlet for blowing. coming dirt and prevents loss of suction 
through ‘‘dust-clogging.*’ 
Most simple and effective Long, tapered Nozzle 
Handle Assembly gets everywhere 
Wood handle fits into steel socket. A Very wide nozzle is tapered. Gets under 
child can assemble it. A boon to dealers. low furniture and into co:ners. 


Clever “Talking points” lose their significance when confronted with the 
performance of the new CLEMENTS-Jewel. Power and efficiency which 
has heretofore seemed impressive mean little when compared with that of 
this superior machine. Send for a sample. Try at our risk. If not the 


finest you have seen, return itt YOU TO BE THE SOLE JUDGE! 
Clements Mfg. Co., 625 Fulton St., Chicago, Ill. 


J EWEL 


‘*Backed by 18 Years Fine Cleaner Manufacturing” 
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a Site 


¥ 


Always 
the | 


Same. 
GLASS "3,383. 


voltage insul ation tod: ay as it has 
ever had. Hemingray manufactur- 
ing methods have been developed 
in pace with the advances in the | 
glass making art, making the most | 


of the distinctive characteristics of | 


gl ass. 


PERMANENCE 


Glass is unchanged by time, 
temperature or the elements. 


"TRANSPARENCY 


No hidden flaw can exist un- 
detected in glass insulators. 


HoMoGENIETY | 


3eing alike through and 
through glass has uniform 
insulation value and mechani- 
cal strength. 


Non-Porosity! 


Water is not absorbed in any 
degree—hence glass is never 
affected by moisture 


STRENGTH. 


Hemingray annealing meth- 
ods and design combine to 
give Hemingray insulators a 
mechanical strength that as 
long as the insulator stays 
on the pin, will maintain a 
very large percentage of its 
original flash-over value. 


EMINGRAY> 


Sales policy like Hemingray 
vlass, contains no hidden qualities that 
cannot bear closest scrutiny. Once | 
established, it has been maintained 
continually, without change. 








HEMINGRAY GLASS CO. 
Muncie, Ind. 





eon 
| for the past sixteen years, succumbed 
to a heart attack on December 8, 1928, 


has past as many ad- | | 


Death of Richard Kerschner 


Richard M. Kerschner, associated 
with Hubbard & Co., Pittsburgh, Pa., 


at his home in Zelinople, Pa. His 





R. M. Kerschner 





death followed a period of several | 
| months poor health from which he | 
was apparently recovered to consid- | 


| erable extent, only to lose out after 


| a sudden illness of a short duration. 


Kersch- 
ner obtained a position with the Chi- 
cago Edison Co. where he remained 
until 1900 when he joined the sales 
force of the Union Electric Co. of 
| Pittsburgh. 
| ciated with Hubbard & Co. 
sales department, later becoming sales 
In 1924 he supervised the 


Upon leaving school Mr. 


in 


manager. 


| building of Hubbard’s factory at Oak- 


land, Calif., remaining in charge there 
until 1927 when he returned to Pitts- 
burgh to assume charge of the De- 
partment of Development and Re- 
search in which capacity he was ac- 
tive up to the time of his death. 

* 


* 
J. M. Russell Transferred 
J. M. Russell, 


who is well known | 


In 1914 he became asso- | 
its | 


by the electrical trade in Minneapolis | 


and Kansas City, has been transferred | 


| 
| 


to the Chicago office of the National | 


| Electric Products Co. 


* * * 


Rola Entertains 


The Cleveland office of the Rola 


Co., Oakland, Calif., entertained its 


jobbers and dealers on election day | 


at the Winton Hotel. There were 
about 100 in attendance. Henry S. 
Tenny, president of the company ad- 
dressed the meeting. 





“It has a grip like its namesake” 











Biill Dai 


REGISTERED 


Split Knobs 


Tuese are the 
safe, approved knobs for 
all types of residence wir- 
ing. They mean better jobs 
at no added cost. Bull Dog 
Split Knobs, together with 
Illinois Porcelain Tubes. 
Cleats, Solid Knobs and 
Reversible Square Split 
Knobs, form a complete 
line of standard porcelain. 


Sold Through Wholesalers. 


Illinois Electric Porcelain Co. 
Macomb, Illinois 
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Thousands of Entry- 
Cards Are Pouring 
in from Customers of 


Electrical Dealers. ... 


These thousands of entry cards ex- 
press the desire of your customers to 
have the opportunity to win the $250 
cash first prize or one of the other 
twenty-two prizes out of $500 offered. 

Never before has such unbounded 
enthusiasm greeted a contest of this 
nature. . . Buyers are swarming into 
electrical stores, taking cards, writing 
their descriptions, writing their deal- 
ers names then telling their friends 
thus advertising dealers’ stores. 

Be sure your name is represented 
in this landslide of cards. . . Be sure 
your store is deriving the benefits of 
this popular contest. 

It is a business getter and the 

ae r. 9 HEMCO Contest card on your counter 
oS Un aWin the 250 will pay you big dividends, not only 
yy . SVAN) in good will, but in cash, for dealers 





; are telling of actual sales directly 
may Wy Px traced to the HEMCO Contest. TEAR 
5 r Mail this coupon and tie up your OUT 
store with this proved business HERE 


getter. Mail it today and we 


The BRYANT ELECTRIC COMPANY 
BRIDGEPORT .. CONNECTICUT 


NEW YORK, 342 Madison Avenue CHICAGO, 844 West Adams Street 
PHILADELPHIA, 1317 Widener Building SAN FRANCISCO, 149 New Montgomery St. 
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Approved— 
and More 


That Sherman seamless soldering lugs 
are listed as approved by the Under- 
writers is only the least of their strong 


points, severe though the requirements 
are. 
All round-end Sherman Lugs smaller 


O.D. are made under the 


than 15/16” 
and are deservedly 


Sherman Patent 
popular. 


15/16” and up are of special seamless 
tube, made for the purpose. 








Sherman Soldering Lugs are true to size, 
made in all styles, and are superior to, 
and cheaper than any homemade lugs. 
Jobbers will find them a profitable line, 
selling to manufacturers, contractors and 
industrial users. 


Seamless—solder cannot leak out! 


H. B. SHERMAN 
Manufacturing Co. — 
BATTLE CREEK 


| facturing plant in 1880. 


| eign market 
lished, and branch offices were estab- | 


MICH. president; E. F. 


Buffalo Forge Observes Golden 
Anniversary 
The 


golden anniversary of the 


founding of the Buffalo Forge Com- | 
pany, organized by Charles F. Brunke | 
_and Charles Hammelman, was cele- | 


| 





First Home of Buffalo Forge 
brated in December. The portable 
forge originated by Mr. Hammelman 
in 1878 was first manufactured in a 
small shop on the fifth floor of a hum- 
ble building in Buffalo. 

After a year of disappointments, 
the two partners sold W. F. Wendt, 


_a young bookkeeper, a half interest | 
| in their business, the three men de- 
| veloping the 


concern sufficient to 


warrant purchase of their own manu- 


the company was included among the 
few other American manufacturers 
who had contributed toward the ex- 


pense of sending a single represen- 


tative to Australia to introduce their | 


Success was attained in 
in South 


machinery. 


that country as well as 


America and India. 


In 1884, the company entered the | 


heating and ventilating field, which 


today constitutes the greater part of | 


the factory’s output. Four years 


| later Henry W. Wendt, brother of W. 
| F. 


During the next ten years a substan- | 


Wendt, was admitted to the firm. 


tial factory was completed, the for- 
had been well estab- 


lished in the principal cities of the | 


United States. Canadian 


was taken care of through the estab- 


| lishment of the Canadian Blower & 


Forge Co. 


The Geo. L. Squire Mfg. Co. and | 
the Buffalo Steam Pump Co. were | 


acquired in 1903. Two years later 
the company was incorporated at $1,- 
500,000. The firm was reorganized 
in 1916 when W. F. Wendt sold his 
entire interest to his brother, the fol- 
lowing officers, all of whom are still 
acting, being elected: H. W. Wendt, 
Wendt, vice-presi- 


In 1881 | 


business | 


| 
| 
| 
| 
| 
| 
| 
| 
| 








The BEST 


WeEknow hHow.. 


Plugging away at one thing for 
19 years has taught us a lot 
about Time Switches. And 
everything we've learned has 
been put to good use in making 


RELIANCE 
TIME 
SWITCHES 


the outstanding time switch of 
its type. Fifteen new improve- 
ments incorporated in this 
| model give it a reliability that 
is unquestioned. 


And all Servicing 
is up to Us! 


Complaints and adjustments are 
nothing for you or the dealer 
to worry 
about. Refer 
them all di- 
rectly to us. 
We stand 
back of every 
Reliance 
Time Switch 
ever made. 


ELIANCE 
Automatic 
Lighting Co. 
1907 Mead St., Racine, Wis. 
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BEFORE... 


YOU BUY YOUR FANS FOR 1929 


SEE THE NEW 





| 





CIRCULAIR 


The new way fan 


(1) Indirect circulation of air 
(a) Will not blow papers off desk or 
table. 


(b) Eliminates danger of colds caused by 
direct draft. 


(c) Cireulates air in four directions in- 
stead of one. 


(d) Draws only cool air from below for 
circulation. 


(3) All year-round use 

Because of its indirect distribution of air 
it does not chill. As serviceable in winter 
time for air circulation, when the win- 
dows are closed, as it is in summer for 
its cooling effect. 


(4) A beautiful piece of furniture 


(a) In walnut, mahogany, black or ivory. 
(b) Holds ash tray, flower holder or 
humidifier in the top of the cone. 





(2) Absolutely safe 


You can put your fingers 
in among the turning blades 
and stop the fan when run- 
ning at. any speed, without 


injury. 





REPRESENTATIVES 


A few territories 
are still open for 
representation. 


Apply at once. 


(5) Universal use 


For doctors, dentists and busi- 
ness offices, homes, hotels, 
restaurants, hospitals, clubs, 
banks, beauty - parlors, ete. 


(6) Two speeds 








Write for descriptive booklet and jobbing discounts. 


ELECTRO MANUFACTURING COMPANY OF AMERICA, 1911 Packard Building, PHILADELPHIA 


THERE’S NOTHING LIKE IT! 
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You'll 
reak the 


Bolt 


before you pull out 


EZ 
Bolt Anchors 






Guaranteed hold- 
ing power in 
excess of the 
strength of a 
wrought iron bolt. 


tractor requires at 


chor. Hence their in- 
terest in E. Z. bolt an- 
chors. 


The saving in time of 
installation is a big 
item, especially as the 
strength of the an- 
chorage is even great- 
er than with most 
types. Carry a sup- 
ply of E. Z. Bolt an- 
chors and you can 
also sell the Drills 
and Caulking tools. Write now for 
samples and our jobber proposition. 





The Kempton Mfg. Corp. 


148 W. 23rd St. 
NEW YORK, 








(BOLIPANCHORSy 


rf 


| 


dent and treasurer; H. W. Wendt, 
Jr., vice-president and secretary; C. 
A. Booth, vice-president and _ sales 
manager, and H. S. Whiting, assist- 
ant secretary. 


Original G. E. Building Marked | 


With Tablet 


The “place where daddy works” 


| was revealed to thousands of Schenec- 
_tady families on Saturday afternoon, 
| December 15, when the General Elec- 


tric Co. opened its gates to the public 
during the exercises commemorating 
the two original buildings of the 
plant. The two original buildings are 
still standing, but they are now only 


| a couple of the 350 buildings, and the 
| land area has grown for three to 350 


acres. To commemorate the opening 


of the works 42 years ago, a tablet on | 


Building 10 was unveiled by Vice 
President George F. 


| Thomas A. Edison also addressed the 


Every electrical con- | 


times a good bolt an- | 





crowd by radio. 


* * 

Dawes Represents Kondu in 
Southeast 

Effective January 1, E. 

Dawes has been appointed district 

manager for the Kondu Division of 

the Erie Malleable Iron Co., Erie, Pa. 


Edgar 


Mr. Dawes’ territory will embrace | 
the southeastern section, with head- | 


quarters in Atlanta, Ga. 








One might think the gentleman in this 


picture is a big coffee grower of South | 


America but don’t permit the Panama 
hat, mustache and summer atmosphere to 
fool you. It’s only our old friend Al 
Dusseau of Detroit who represents the 
Hart Mfg. Co. and several other com- 
panies in that locality. And the back- 
ground isn’t covered with coffee beans 
but is a beautiful spot in Canada on 


Lake Erie where Al has a tidy little 


summer home. 


Morrison. | 





| 
| 








Jobbers’ salesmen handling the new KE 
Clear Window Fuse Plug find dealers 
everywhere enthusiastic over the sales of 
'the “5 in a box” package. 
| The dealers who are making sales are 
| those who display the carton in their win 
dows and on their counters. 

Get your dealers to follow this lead. It 
means increased business both for them 
and for you. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
} 





Makers of fuses since 1912, we offer 
you a complete line of: Fuse Plugs; 
N. E. C. Fuses; Open Link Fuses; Auto 
Fuses and Ground Clamps. ~ 


Write today for full information. 


Sold thru Jobbers. 


KIRKMAN ENGINEERING 
CORPORATION 


| 1 Dominick St., New York, N. Y. 
| ) ae Re ARR: 
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QUALITY s PARAMOUNT! 





All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 


Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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Resolved: “I WILL SELL 
fH A PACKAGE A DAY” 





** A MONG the smallest items in my line are Luminous Lo- 

cators. So small that I sometimes forget them. But the 
public does not forget, and I must not let the dealer forget . . . 
for Luminous Locator sales, under the new sales plan, are climb- 
ing. 

“I can easily make a substantial increase in my 1929 sales vol- 
ume if I resolve right now to sell at least one standard package 
of Luminous Locators every day. First thing I know, what with 
repeat orders rolling in, I will have real volume piling up. 


“Tl try it out. I know it will work and so do you.” 


(Your signature here) 





UNITED STATES RADIUM CORPORATION 
535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound and owners of UNDARK 
Construction patents, under which most Luminous Locators are made. 
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Three Directors Added to 
De Forest Board 

At the annual stockholders’ meet- 
ing just held by the DeForest Radio 
Co., Jersey City, N. J., three directors 
were added to the board of directors. 
namely: Powel Crosley, Jr., president, 
Crosley Radio Corp., Cincinnati, O.; 
Vincent Bendix, president, Bendix 
Corp., South Bend, Ind., and P. 
Chauncey Anderson, of the law firm 
of Pendleton, Anderson, Iselin & 
Riggs, New York. These additional 
directors have still further strength- 
ened the original board of directors 
which included the following: 

A. J. Drexel Biddle, Jr., trustee. 
Duke endowment, chairman of the 
board; Victor C. Bell, vice-president, 
A. D. Mendes & Co., New York: 
James I. Bush, vice-president, Equi- 
table Trust Co., New York; P. L. 
Deutsch, president, Sonora Phono- 
graph Co., New York; James W. Gar- 
side, president, DeForest Radio Co., 
Jersey City, N. J.; Orlando P. Met- 
calf, of Metcalf, McInnes, Allen & 
Hubbard, New York; Wiley R. Rey- 
nolds, chairman of board, Reynolds 
Spring Co., Jackson, Mich.; Harris 
Hammond, president, Mexican Sea- 
board Oil Co., New York, and Arthur 
B. Westervelt, vice-president, Ameri- 
can Trust-Co., New York. 

At this annual stockholders’ meet- 
ing more than 70 per cent of the 
stockholders were represented, so that 
the action taken on various matters 
brought up was practically unanimous. 
Mr. Garside, president of the com- 
pany, reported rapid progress in re- 








A. Crossley has joined the engineering 
staff of the Steinite Laboratories, Atchi- 
son, Kansas. Mr. Crossley was formerly 
the head of one of the radio divisions of 
the United States Naval Research Labora- 
tory. 
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Glassware In 19292 TT 
Why Not Your Own? 


AVE you ever considered the advantages of 
merchandising your own glassware unit? In 
your territory you can be the only wholesaler han- 
dling a commercial glassware unit under your ex: 


clusive label. Have it made up in either our Cora 
Cased or Nuite glass. In their respective fields 
these are unexcelled. 


Commercial lighting is proved to be an impor- 
tant factor in building up trade, as your own dealers 
are well aware. Demonstrate the superiority of 
Cora Cased or Nuite glass to them, and you all 
reap the benefit. 

For residence lighting, the Consolidated line 


shows a wide variety, in the very latest styles. 
There is always a demand for the best available 
goods and in Consolidated you can offer a line that 
will meet competition, and yet show you a hand- 
some profit. 


Remember, wholesalers enjoy complete protec: 
tion over dealer prices, and our sales and engineer- 
ing staffs are available at all times. 

We are glad to assist in developing your men 
into real lighting salesmen, and to keep layout spe- 
cial jobs for you or your dealers. 

Write us fully at any time, for any information 
we can furnish on lighting glassware. 


Two Kinds of Glassware 


Nuite Glass 


Cora Cased Glass 


Made with lining of pure white glass, re- 





A single ply pure white glass, a 
quality product. Gives soft diffu- 
sion with maximum light output. 


’ 


inforced with a thick layer of special clear 
glass. Greater strength, low absorption, 
no glare. 


Sold Through the Jobber 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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equipping the company’s large plan: 
in Jersey City, and in securing th: 


; e . . . 
engineering and production personne! 
=f Quad Swivel Hanger as well as building up an efficient 


business and sales organization. Th: 
Now Standard plans for the coming year were dis 
Everywhere cussed and received the full approval! 
HILE the Quad Swivel of the representatives of the stock 
Hanger was originally a holders. a ale 
specialty, it has proved so prac- ee 
tical and popular in the six years Clarence Lininger Dead 
of its manufacture that it is now regarded Clarence R. Lininger who for th 


as standard everywhere. 

A simple time saving device that brings 

rows of fixtures into perfect alignment on ; 

any ceiling, flat or sloping up to 45°. Ball Company and its seaeereteas the Allis 

and socket joint makes stem hang straight Chalmers Manufacturing Co., died at 

and swing free, eliminating hand cut his home in Glencoe, Ill., on Nov. 
shims to level up. Swivel Hangers replace stud, hickey and 27, after an illness of several months. 
canopy. Cover section of pressed steel. Ball section is iron Beginning as a bookkeeper for the 
threaded for Y” conduit stem. All parts Cadmium plated transformer company in its early days 


to resist rust. Mr. Lininger was promoted to the 
Write for further details and new catalog. me S pomeg 
position of western district manager 


QUADRANGLE MFG. CO. at Chicago, the ¢ompany’s most im 


26 So. Peoria St., Chicago portant branch office. About thirteen 
years ago Mr. Lininger formed and 
had since operated the Royal Electric 
Manufacturing Company, of which he 
was president. He was a member of 
the Illinois Athletic Club, the Western 
Society of Engineers, the Masonic 
Lodge of Glencoe and many other en- 
gineering and social organizations. 


last twenty-five years has been em- 
ployed by the Pittsburgh Transformer 














* * * 


NEMA Meets 


Leading problems of the electrical 
and radio manufacturing industry 
Volume were analyzed and progressive steps 
taken at the numerous meetings of 
ONE SIZE Ideal Uni- sections and committees of the Na- 
tional Electrical Manufacturers Asso- 
| ciation at the Fall meeting at Briar- 
; cliff Lodge, N. Y., Oct. 29 to Nov. 1. 
roughing and fixture More than 800 electrical and radio 
joint. manufacturers, representing twenty- 
seven sections of NEMA, attended. 
In an address on “NEMA’s Po- 





Connector 


Over 100,000,000 Wir- 
ing Joints are made versal Wire Connector 
every year. That’s a can be used on every 
market for 100,000,000 


Wire Connectors. 
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IDEALS only sition in the Industry,” delivered at 
Sell IDEALS to have the Spiral Metal In- the general session on the evening of 
—o sert which binds wires October 30, Huntington B. Crouse, 
Radin and Mitel Cual ppt fae Waa president, stressed the need for con- 
. 1 €a ers double current carrying tinued interest by members on funda- 

F ixture Manufacturers capacity. No Contractor | mental industry problems. 
Electrical Appliance Manufacturers na wre 0 ~ | The importance of statistical work 
Industrials . solder and tape. was emphasized by Mr. Crouse in 
\ New Low Prices | discussing the newer activities of 
Pas ~ sce asenanmininbinatcaniabiinn salle cies as dient disanlisinnp lth dlieioacual 4 NEMA. In that connection he also 
‘Ideal Commutator Dresser Co. 129 stressed the value of section activities 


1047 Park Ave., Sycamore, II. as being fundamental to industry 


Please send samples, new prices and complete information regarding Ideal Uni- progress. In conclusion, Mr. Crouse 
versal Wire Connectors. : 5 ye Snagit , 

: | declared that “Our position in the in- 
| See Lees Ee Che REE CT eS: ee Rae AA 2 ae 3° e ao : autt ill reflect the effort and ti 
ND iiss tities ait ial nese a a cece ne ee eee oe ee ee a ee Te 


Cis anh Bem | | that the individual members give to 
OREDdencoreponnncepeReses—asusnpnessess SpeusnEs s6benecnaenenegananenes ores vecseneecsaneeeensenqsnespatis et 


Vt senha. ait ie ml imac came remem ace 
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.. 


Here’s the way~ 
it works out! 





Acco 
co of contractors kid themselves that they’re saving money F ible fusi 
or accessiDie fusing 
by buying cheap meter service switches. But they’re not. . 
Nine times out of ten their men will waste more than it would er coiled Gaston 
cost to use NOARK switches by trying to clean up a ragged on 
knockout, in cutting threads in poorly tapped terminals, etc. UNIVERS ; 
For sealed service and accessible load- 
Time wasted in trying to make a good installation with cheap side fusing. In 30 ampere capacity only. 
switches costs more than good switches at the outset. Provisions for up to four branch circuits 
in same cabinet. 
UADBREAK 
CoLt’s PATENT FirE ARMS MFe. Co. I n+ 0 
ELECTRICAL DIVISION 





Hartrorp, Connecticut, U.S. A. @ on j 
33-S-14 NBW YORK + BOSTON + PHILADELPHIA + CHICAGO - SAN FRANCISCO C talog on request 
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Efficient 
and 


Inexpensive 
The New 


Levotter 


Link Switch 


An efficient and inexpensive little 6-ampere 
pull switch that is adaptable to any chain 
fixture. Is just the switch for new work, 
where economy of installation and conven- 
ience of operation are of prime consideration. 
On old work this switch fits in place of 
one of the chain links without altering the 
length of the fixture or necessitating rewiring or 
splicing of lead wires. 
The new Link Switch consists of a standard Lev- 
olier Fixture Switch, a Levolier Link and a lock- 
ing attachment. Furnished in brushed brass or 
Jap bronze finishes. 
The Levolier Link Switch is a big factor in store 
and office lighting. Check your contractors and 
dealers on this item. 








Hickeys ESTABLISHED 1 


VALPARAISO - INDIANA 
































Porcelain and Slate Cutouts 


Well made. 


Best materials. Wide selection. 
Individually packed. 


— Send for catalog sheet — 


—Oo— 


| Multi Electrical Mfg. Co. 


210 No. Ogden Ave., Chicago, Ill. 
































Frank P. Hart, for many years a well- 
known figure in sales work throughout 
the Middle West, has joined the staff of 
the Grigsby-Grunow Co., Chicago, as as- 
sistant to the general sales manager, Her- 
bert E. Young. 





An interesting cross section of the 
industry's practice with regard to 
terms of payment was presented at 
the general session by Harry T. Buss- 
mann, president of the Bussmann 
Mfg. Co., St. Louis. Mr. Bussmann’s 
analysis was based on a questionnaire, 
sent out to the entire NEMA mem- 
bership of nearly 360 companies, on 
which an 86 per cent return had been 
received. 

Although the returns showed little 
uniformity, there was a general ten- 
dency to eliminate cash discounts. 
Out of 91 companies of the Apparatus 
Division, 49 do not allow cash dis- 
counts, 15 permit two per cent or 
more and 33 companies charge inter- 
est on over accounts. In the supply 
manufacturing industry there was no 
tendency to eliminate the cash dis- 
count. 

Louis B. F. Raycroft, vice presi- 


_dent of NEMA in charge of the 








Radio Division, also spoke at the 
general session on radio broadcasting 


and television. 
* * * 


Colt’s Office Moved 

The Chicago office of the Colt’s 
Patent Fire Arms Mfg. Co., Hart- 
ford, Conn., has been moved from 35 
S. Desplaines St., to 618 W. Jackson 
Blvd. The resident official in charge 
of the electrical and moulded products 
divisions is George A. Saylor, who has 
represented the company in Chicago 
since the opening of the office in. 1922. 
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This Policy Protects 
Jobbers and Dealers 


| HE jobber is the essential factor in the 
Hamilton Beach sales policy. Our entire sales 
plan is built around the jobber and his dealers. 


Our first cooperation is in making only quality 
products, regardless of manufacturing costs, so 
that they will sell rapidly and give thorough satis- 
faction. Every jobber and dealer knows that 
Hamilton Beach appliances when sold stay sold. 





Electric Drink Heater—This two ; j 
unit heater is protected from short | We go further and back our appliances with sound 


circuits—steam bubbling and burn- advertising, direct circulars and store displays to 
out. Price complete $9.75. (Den- 8 : 2 : ply 
ver and west $10.25.) keep Hamilton Beach appliances moving so the 

dealer can reorder. The result is over 3,000,000 
Hamilton Beach appliances now in use. 


We allow the jobber the largest possible margin 
so that rapid turnover plus a fair margin will re- 
pay him for his cooperation and make it profitable 
for him to push the full Hamilton Beach line. 


We're always glad to hear from Jobber’s salesmen. 
Write now for 1929 merchandising plans on 
Hamilton Beach Sewing Machine Motors, Hair 
Dryers, Vacuum Cleaners, and other items in the 
line. 


HAMILTON BEACH MFG. CO., RACINE, WIS. 


Electric Drink Mixer—Beautiful Subsidiary of Scovill Mfg. Co. Assets 
new colors for 1929. Chromium over $33,000,000.00 and a record of 
plated cups. 127 years of successful manufacturing. 


Hamilton Beach 
Appliances 








Power Motor—Complete with buff- 
ng and grinding wheels. Retails 
t $25. (Denver and west $25.50.) 






Vibrators— 
Hamilton Beach 
Vibrators are ac- 
cepted as the best 
money can buy. 
New “Health and 
How to Get It” 
book with each 


machine. Prices 





Jewelers Lathe Motor—Radio 
manufacturers and others use 
this motor for coil winding 
and other jobs. It is indis- 
pensable to the jeweler. Prices 
$18.50 and $25.00. 





$16.00 to $28.50. 





Home Motor—Makes any 
sewing machine an electric. 
1929 Advertising Campaign 
in these Magazines: McCalls, 
Butterick, Fashion Service, 
Modern Priscilla, Electricity 
on the Farm, Better Homes 
& Gardens. Write for special 
central station sales campaign. 





Hair Dryer—1929 Advertis- 
ing Campaign in these maga- 
zines is the largest ever run 
on Hair Dryers; Motion Pic-- 
ture, True Story, Better 
Homes & Gardens, Photo- 
play, Good Housekeeping, 
Normal Instructor & Primary 
Plans—total circulation 
over 6,000,000. 









Vacuum Cleaner 

Motor driven beating 
brush with powerful 
suction. Outstanding 
sales records have been 
set up by dealers since 
the price was reduced 
from $62.50 to $39.00. 
(Denver — west $41.) 
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Get your 1929 fan contracts 
lined up earlier and easier 
with Emerson Fans with 
the 5 Year 


Made by the makers of Emerson Motors 


Guarantee. 


The Emerson Electric Manufacturing Co. 


2018 Washington Ave., St. Louis, Mo. 806 W. Washington Blvd., Chicago, Ill. 
50 Church St., New York City 














WADSWORTH'S 
JOBBER 
POLICY 


Wadsworth believes in the principle of jobber distribution, and feels that the 
Electric Switch business as it is carried on today would be impossible if it were 
not for dependable co-operation of the manufacturer and their distributors. 
Therefore, Wadsworth Switches are sold through dependable jobbers and every 
help possible is given, in order to make the line profitable to handle. 

A complete stock of Wadsworth Switches is a jobber’s best assurance for a 
profitable business. 


“There is a Wadsworth Switch for every Installation” 


The real index of a product's worth—repeat business—finds the Genuine 
Wadsworth Product unsurpassed in its field. 

The switch shown above is only one of our complete line. No. 362 is a 
Channel Banking Type Switch—sealed service fuse—30 amp., 125 volt—2 pole 

1 plug fuse—2 branch circuits—for single phase service. No. 372 same as 
No. 362 except it is 3 pole, 2 plug fuse, 125-250 volt. 


Write for Wadsworth Jobber Proposition 


Deg WADSWORT TRICMFOG Inc 
Covington ntucky. 





No. 362-372 
Sealed Fuse 
Channel Banking Type 















OUR MOTTO: Quality Goods—Prompt Service 














News from Kellogg 

L. Lawrence, who formerly worked 
in the export department of the Ke! 
logg Switchboard & Supply Co., Chi 
cago, has been appointed service en 
gineer for this company. Subsequen' 
to his connection with Kellogg, Mr. 
with the Canadian 
Westinghouse Co. and the De Forest 
Crosley Co. of Canada. His 
work will take him to all the distrib 
uting centers of the United States 
where he will instruct service repre 
sentatives of Kellogg distributors in 
the proper care and installation of 
Kellogg radio equipment. 

This company also reports that 
H. D. Gibson, who represents them in 
the northwest, is recuperating from a 
minor operation in a hospital at Roch- 


Lawrence was 


new 


ester, Minn. 
* * * 


Hunter Opens Chicago Office 
The Hunter Fan & Motor Co., 


Memphis, Tenn., has opened a Chicago 
office at 112 W. Adams St., Chicago, 
under the management of D. C. Hun 
ter. Mr. Hunter will cover Wisconsin, 
Minnesota, Illinois and the city of St. 
Louis. 

The Hunter Fan & Motor Co. man- 
ufactures fans exclusively and is out 
after wholesalers, having established a 
jobber policy. 








Here is the big “Alabax” man from 
Syracuse known more commonly as W. 
Brewster Hall, district manager in New 
York State for Pass & Seymour, Inc., of 
Syracuse. This picture is published to 
prove that Brewster is getting younger 
and handsomer every day if not shorter. 
Brewster represented Pass & Seymour at 
the recent N.E.W.A. Convention _ in 
Chicago. 
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Signal Induction Motor Fan and Signal Cool Spot 
Junior offer dealers two types of fans as headliners for 
1929—together with improved models for the regular 


Signal Induction Motor Fan 


displaces maximum air—quiet line—to help them sell more fans. The Signal Cool Spot 
in operation—12” and 16” lac- . : : 
quered blades. Junior meets the demand for a low priced quality fan. 


The Signal Induction Motor Fan meets all require- 
ments for a good fan in either 12” or 16” blades. This 
fan is quiet in operation, with a motor that 
requires very little attention. Backed by 
32 years experience making quality fans, 
the Signal Induction Motor Fan is con- 
structed for long continuous service—will 
last for years. 


The other fans shown here are popular 
sellers—and complete the Signal line for 
1929. Investigate the Signal fans at 
once. Prepare now so that when dealers 
order you will be ready to meet their de- 
mands. Write today. 


SIGNAL ELECTRIC MFG. CO. 





Signal Jr. Fan, oscillat- 





ing, better than ever—a Electrical Manufacturers since 1890 
very popular fan—always 
pal ste MENOMINEE, MICHIGAN 


Signal Table Fan creates business 
wherever displayed—finished in 

















white, 
ie, i ¢ 
ts 
2 H 
7 T | . 
; a Cool Spot Jr. one of the new Sig- 
Signal Ventilating Fan—a good year ’round nal fans for 1929—non-oscillating Cool Spot non-oscillating with 8” 
sales item. 61%” blades. blades. 


Export Office: 56 Wall Street, Room 225, New York 


Branch Offices Branch Offices 


Boston Dallas 

New York Minneapolis 

Philadelphia San Francisco 

nee ePNUPACTURERS Lee pau 
enver y Seattle 

Pittsburgh Toronto 

St. Louis Winnipeg 

Chicago Buffalo 
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New Electrical Products, Illustrated 








The Federal Merchan- 
dise Co., 140 S. Dearborn 
St., Chicago, is manufac- 
turing the “Airmaster” 
ventilating fan shown 
here. A feature of this 
fan is the patented pro- 
peller which is said to 
operate very quietly. 
Window, wall, and tran- 
som panels may be had 


with this fan. 





Eagle Electric Mfg. Co., Brooklyn, 
announces the No. 396 smoker’s desk 
lamp with flexible arm permitting 
adjustment to any angle. The base is 
built to contain a removable ash tray 
for the use of smokers. This lamp is 
finished in Antique Bronze or Verdi 
Green and comes complete with 6 ft. 
cord and attachment plug. 





Gold Seal Electrical Co., New 
York, has produced one pound irons 
in Delft Blue, Chinese Yellow, Jade 
green, and Mandarin red, Irons may 
also be obtained in nickel shells with 
colored cords and handles to match 
and black shells with red cords and 
handles. The colors are baked in to 
withstand the heat of the iron. 





Electric Co., Bridgeport, Conn. 


the December issue. 


Heater switch plug with attach- 
ment plug manufactured by Bryant 


product was incorrectly described in 











The P. A. Geier Co., Cleveland, 
announces a new portable combi- 
nation cleaning and _ spraying 
unit. As shown in the illustra- 
tion, the unit consists of a 
vacuum cleaner body so designed 
and equipped as to be conven- 
iently slung from the shoulder on 
a carrying strap. The cleaning 
outfit includes hose and full 
equipment of swiveled suction 
and blower tools for vacuum 
cleaning. The spraying outfit 
consists of a model D “Royal” 
sprayer and three spare contain- 
ers for holding various spray 
liquids. 





Appleton Electric Co., Chicago, an- 
nounces the No. 7280 Connector, fur- 
nished with a “U” type adjustable 
clamp for use with non-metallic 
sheathed cable or loom. These con- 
nectors have a copper screw on side 
for grounding the neutral wire and a 
notched nut by means of which it can 
be securely fastened with an ordinary 
screw driver and hammer. Double, 
45° and 90° connectors are also fur- 
nished with the “U” type clamp and 
screw for grounding neutral wire. 































Acorn Heater _ Corporation, 
Bridgeport, Conn., announces a 
new water heater capable of sup- 
plying large quantities of hot water 
in three seconds’ heating time. The 
water passes directly over the 
heating element which is threaded 
through twenty-two tubular pas- 
sages assuring instantaneous ac- 
tion. This element is non-corrosive. 
Water may be heated to any tem- 
perature desired through a small 
temperature control valve on one 
side. 








The Belden Manufacturing Co., 
2300 S. Western Ave., Chicago, has 
placed on the market rubber-insu- 
lated replacement cords equipped 
with the unbreakable Belden soft 
rubber plug. The cord is ideal for 
replacing worn or defective cords in 
all types of electrical appliances, 
such as washing machines, portable 
lamps, electric drills, and other port- 
able tools. This new item is fur- 
nished in ten, twenty-five, and fifty 
foot lengths. 
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Finer Store Lighting Ils Now 
Demanded From A Purely 


Commercial Standpoint 


They are particularly 
ling. The demand for adaptable to the lighting 
modernistic illuminating of Exclusive Shops, Hotels 
glasswareis here. Inland’snewcatalogcon- and Clubs. Write for this illustrated cata- 
tains modernistic units that are decidedly log today. It will help you to answer the 
different and attractive. Units that sell! demand for finer commercial lighting. 


INLAND GLASS WORKS, INC. 
6101 W. 65th Street Chicago, Illinois 


Inl a 


LARGEST 
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New Electrical Products, Illustrated 











Harvey Hubbell,  Inc., 
Bridgeport, Conn,  an- 
nounces a new combination 
switch-tap and pilot light 
in a duplex plate. In one 
unit is combined—a switch, 
an outlet, and a signal light. 
A two gang box takes the 
whole device, thus effecting 
a worth-while saving, and 
the device may be substi- 
tuted for existing two-gang 
installations. The combina- 
tion switch-tap and _ pilot 
light is adaptable for ap- 
pliances, radio and remote 
control of lights. 








A new outlet box with reversible 
clamp and bushing plate for side or 
bottom knockouts and suitable for 
use with metallic cable, non-metallic 
sheathed cable or loom is announced 
by the Chicago-Jefferson Fuse & 
Electric Company, Chicago. The re- 
versible clamp allows the cable to be 
brought in from either the side or 
bottom knockouts; it is provided with 
bushed holes and eliminates the ne- 
cessity for the bushed flange plate. 
Compactness of this product permits 
the use of any type fixture stud and 
hickey in the smaller 31-inch box, 
also. permitting maximum wiring 
space. 








c= aoe T= 





National Lamp Works of General 
Electric Co., Nela Park, Cleveland, is 
manufacturing a new 25-watt tubular 
bulb lamp which is about the size of 
the average fountain pen. The new 
lamp is designed for showcase and 
other lighting service where small size 
bulb is desired, and may be used for 
the lighting of interior signs, coves, 
pictures, decorative ornaments, wall 
brackets, and other fixtures. The in- 
termediate screw base permits the use 
of a smaller socket than does the 
medium screw base of other tubular 
lamps. The new lamp has a T-61% 
bulb, approximately %4 of an inch in 
diameter, and its overall length is 
5, inches. It has a rated life of 
1,000 hours; is available in 110, 115 
and 120 volts. 











National Carbon Company, Inc., 
New York, has developed a portable 
electric warning flasher operated by 
dry cell batteries, supplanting the 
heavier acetylene equipment in use 
heretofore. The entire unit, fully 
equipped with batteries, weighs 16 
pounds. This product, it is claimed, 
operates more cheaply than an oil 
lantern, the intermittent flash giving 
the batteries longer life than if oper- 
ated under a steady load. The flash- 
er requires no attention except to re- 
place batteries every two or three 
months. Four standard Eveready 
Columbia dry cells, connected in se- 
ries to deliver six volts, and an extra 
six volt lamp inside the battery hous- 
ing are employed, The flasher is 
weatherproof. 











Daley Equipment Co., Cleveland, has 
placed a portable exerciser on the mar- 
ket, compact and light in weight. It 
will fasten to the window or door 
frame in any room, a wall plate and 
adjustable clamp being included as 
standard equipment. A  doorframe 
clamp is also available. The stroke 
is adjustable giving choice of a light 
massage or a heavy vibration. 














Bryant Electric Co., Bridgeport, 
Conn., announces a prefocusing socket, 
made with a heavy spring center con- 
tact and slots at the upper inside 
edge of the shell providing a type of 
lamp fastening of the Ediswan char- 
acter. Lamps to fit these sockets are 
made with two lugs on opposite sides 
of the base which fit into these slots 
in the socket. When the lamp is in- 
serted in the socket the spring center 
contact forces it into position so that 
the filament of the lamp is invariably 
turned to the angle desired and is at 
the same distance from the base of 
the socket. 








. 


A complete line of improved bar hangers, equipped with a fixture stud 
operating on an entirely new principle, has been placed on the market by the 
Merchandise Department of the General Electric Company, Bridgeport, Conn. 
A special convex lock-nut fastens the stud to the outlet box, which may still 


be moved to any position on the bar. 


A half turn of the adjusting screw 


located in the core of the stud rigidly secures the unit to the bar at the 


desired point. 
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JoBBER SALESMEN EVERYWHERE 


ArE TALKING Tuis UP! 


1. DISPLAY 


Here’s a plan, tested and 
proven. It is being given 
wide publicity and affords 
every jobber salesman an 
opportunity to gain a 
steady repeat business on 
Hankscraft products. 
First, Hankscraft Prod- 
ucts should be DIS- 
PLAYED—displayed in 
the windows and in the 
store. Free material is 
supplied. 


Harloff-Loprich Co., Madison, Wis. 


2. DEMONSTRATE 


The second step—DEMON- 
STRATE. Impress upon your cus- 
tomers the ease and importance of 
demonstrating these unusual appli- 
ances. A teaspoon of water, a few 
seconds while the dealer explains its 
operation and the customer has 
graphic proof of its operation and 
utility. 


3. And You SELL 


Thethird ste p—AND 
YOU SELLIT! In every 
store where the demonstration and display plan has been fol- 
lowed, phenomenal sales result. Sell the “3 Steps To Profits!” 
plan to dealers and central stations. It is tested and proven 
profitable. Just check this with any Hankscraft customer. 


Sell Your Dealers and Central Stations On 
An Easter Egg Cooker Campaign in March 


THE HANKSCRAFT COMPANY 


Dept. J. S. 124 N. Dickinson St., Madison, Wis. 











THE HANKSCRAFT EGG 
COOKER cooks four eggs. 
just as you like them, right 
at the table. Starts in 5 
seconds. Retails at $5.50. 





THE EGG SERVICE in- 
cludes the 4-egg size cooker. 
4 egg cups and an enameled 
brass tray, all beautifully 
matched in a rich_ soft 
green. Retails at $11.50. 


FAIRY WARMER heats 
baby’s bottle to the scien- 
tifically correct temperature, 
then shuts itself off auto- 
matically. Retails at $5.00. 





EGG-ETT cooks one or two 
eggs in the same fashion as 
the larger cooker. An ideal 
vaporizer too. Retails at 


Price slightly higher on 
Pacific Coast 


XN 
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New Electrical Products, Illustrated 








Wagner Electric Corp., St. Louis, 
announces a new furnace fan de- 
signed to raise the efficiency of warm 
air furnaces and also give control 
over the flow of warm air to every 
room in the house. The fan _ is 
mounted in a frame, rubber-cush- 
ioned, ready to install in the cold air 
intake. The fan itself is mounted on 
springs—and the combination of 
springs and rubber cushions prevents 
vibration or noise in the furnace. The 
fan is obtainable in three sizes, 12- 
inch for small houses or flats, 16-inch 
for larger houses, and 18-inch for 
very large mansions. The 12- and 16- 
inch motors can be run at three dif- 
ferent speeds, controlled by a three 
speed switch; the 18-inch motor is a 
condenser motor, also subject to three 
speeds. 











New single and double convenience 
outlets are announced by the Eagle 
Electric Mfg. Co., Brooklyn. The sin- 
gle outlet, No. 126, is provided for 
outside wiring; patented finding ring 
makes possible quick location of plug. 
This product is made both in black and 
white porcelain with contact finding 
screws. The double convenience out- 
let, No. 127, has the same character- 
istics as the single number except 
that it provides two outlets instead 
of one. 








United Electric Co., Canton, Ohio, 
has just announced a new vacuum 
cleaner, a unique element in the de- 
sign of which is the location of the 
motor which forms the handle end of 
the cleaner. The dust bag is sus- 
pended so that all dirt entering it 
falls immediately to the bottom of 
the bag and away from the motor, 
eliminating back pressure, and insur- 
ing constant high vacuum, because no 
power is used keeping dirt suspended 
in the bag. The bag can be conven- 
iently opened and emptied. The tool 
end of the cleaner is equipped with a 
sleeve bearing swivel nozzle. This 
product has a suspended weight of 
7%, lbs. and an operating weight of 
64, lbs. It can be taken apart and 
packed in a case 25 inches long by 9 
inches square. 











fibre hand portable light, with adjust- 
able hook, has been brought out by 
Benjamin Electric Mfg. Co., Chicago. 
A special floating socket and four 
flexible springs protect the lamp from 
mechanical jars and breakage, and 
absorb shocks that would otherwise 
be transmitted to the lamp filament. 
Handle is of varnished hard maple to 
which is attached a notched fibre 
guard that prevents the light from 
rolling when placed on a flat surface. 











The No. 191 small Gothic bracket 
is manufactured by the Herwig Co., 
Chicago. It was run in an incorrect 
position in the December issue. 





Inland Glass Works, 
Inc., Chicago, announces 
new lines of illuminat- 
ing glassware, designed 
especially for hotels, 
stores and_ residential 
purposes. Shades come 
in modernistic, Gothic, 
and_ striped designs, 
and are shaped for use 
in large rooms, kitchen, 
bathroom, or any room 
specified. Plain, 
crackled glass, or varie- 
gated colored shades 
are obtainable. Special 
decorations will be sup- 
plied when - sufficient 
quantities are ordered. 
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Kwikon Set 
Screw Connector 







Kwikon Hickey 
Fixture Stud 


Kwikon Squeeze 
Connector 





Kwikon Conduit 
Bushing 






Kwik N Kwikon Non- 
wikon On Metallic Sheathed 
Metallic Sheathed Cable Clamp 


Cable Strap 


== 


O77 





H 
Kwikon Hickey 


S. R. FRALICK & COMPANY 


15 So. Clinton St., Chicago, Ill. 


SALES OFFICES: 





















BALTIMORE, MD. DENVER, COLO. LOUISVILLE, KY. NEW YORK, N. Y. 

113 E. Franklin St. 626 Nineteenth St. 212 Urban Bidg. 71 Murray St. 

BOSTON, MASS. DETROIT, MICH. PORTLAND, ORE. PITTSBURGH, PA. 

120 Pearl Street 517 E. Woodbridge St. 346 Sherlock Bldg. 405 Penn Ave., Crafts Bldg. 

CINCINNATI, OHIO KANSAS CITY, MO. MINNEAPOLIS, MINN. ST. LOUIS, MO. 

223 East Third St. 1644 Baltimore Ave. 1017 Lumber Exchange Bldg. 1911 Pine Street 

CLEVELAND, OHIO LOS ANGELES, CALIF. PHILADELPHIA, PA. SAN FRANCISCO, CALIF. 
1034 St. Clair Ave., N. E. 706 East Third St. 2401 Chestnut St. 905 Mission St. 


CANADIAN: W. H. Banfield & Sons, Ltd., 372 Pape Ave., Toronto, Canada 











124 


THE JOBBER’S[~])SALESMAN 








FOUNDED ON THE BELIEF THAT THE SAL 




















Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 
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Standard to Build 


Chas. A. Pierson, president of the 


| Standard Electric Stove Co., Toledo, 
| O., announces that a new factory is 


to be built in that city at an expense 
of $100,000. A tract of land at At- 
lantic Ave., and the Wabash railroad 
has already been secured. 


The company has _ issued _ the 


| “Standard News” in a new form, and 


in its present makeup it is a most at- 
tractive house organ. 

‘jy’ . 

The annual sales meeting of the 
company will be held at the Com- 
modore Perry Hotel on January 3, 4, 
and 5. 





The program will consist of | 


instructions to the salesmen in refer- | 


ence to mechanical and electrical de- 
tails, company policy, etc. 
o oe ae 


Loveland Joins Trumbull- 
Vanderpoel 
Ww. W. 


phia representative of Pass & Sey- 


been appointed district 

Philadelphia for 
Trumbull-Vanderpoel Electric 
Bantam, Conn. He 
Leighton B. Underwood, recently ap- 


mour_ has 


manager at 


succeeds 


| pointed general sales manager. 


- = = 


Cutler-Hammer Moves Atlanta 
Office 


Cutler-Hammer Mfg. Co., Milwau- 


| kee, announces that its Atlanta office 


| types of standard devices will be car- | 


| announces 


has been moved into new quarters at 
150 Peters Street, S. W. In addition 
to sales and engineering service on 
motor control apparatus and wiring 
the 
facilities where 


devices, new location provides 


warehouse numerous 


ried in stock for direct shipment to | 


customers in that territory. A. C. 
Gibson is manager of the Atlanta 
office. 

* ¢© * 


Jack Taylor Promoted 
Scott-Jaqua Co., Inc., Indianapolis, 


that Jack Taylor, well 


| known to the trade in Indiana terri- 
| tory, has been appointed head of the 


| illuminating department. 


iio... 


The com- 
pany has been appointed selling agent 
for the Gaynor Electric Co., Bridge- 
port, Conn. 

* *° % 
Kellogg Has Monthly Display 


Service 
The Kellogg Switchboard & Supply 
inaugurated a 
monthly service on window displays 


Chicago, has 


to its dealers on a no-charge basis. 


Loveland, former Philadel- | 


the | 
Mfg. | 











It’s up to you 


to sell your contractors 
electric conduit that 
will bend easily, fish 
quickly, and last indefi- 
nitely. If you do, you 
will sell them “GAL- 
VADUCT”’ and 
“LORICATED.” 


GARLAND 
MEG. CO. 
Pittsburgh, 


Penna. 




















| 


As Old As 
The Industry 


a _- Soldering Salts and Paste 
have been supplied to the industry 
by us just about as long ago as the 
need for such products arose. 

For 56 years we have been fulfilling 
| the wants of your contractor-dealers. 
And, today, we stand ready as ever 
to serve you on these profitable items. 
| They should be in the catalog of 
| every electrical jobber. 





| Write for Full Information 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 
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Putting a 


NEW merchandising plan, the result of 
years of intensive study, of thorough an- 
alysis and experimental work in the world’s 
greatest lamp market, is now available to help 


jobber salesmen get more of the po- 
tential profits of the lamp business. 


The plan is practical, simple and 
a development of modern needs. 
Above all, it is proven. Twenty-eight 
distributors using this plan during 
1928 increased their Agency sales 
4.2% compated with a decrease of 
.2% in the country’s business. 


C flywheel On Your Business 


Tue Eptson Lamp Works ANNOUNCES A NEw MERCHANDISING PLAN 








1879-1929 


50th 
Anniversary 
of the 
invention 
of the 
Edison Lamp 








As one ‘B’ Agent puts it, “It. is a 1935 
merchandising plan applied in 1928.” 


The Edison M. S. (Monthly Sales) plan is 
supplied to every ‘B’ Agent to stabilize, 


throughout the year, his sales of 
Edison Mazpa* Lamps. It is the 
“flywheel” on his business, and in- 
sures a steady, uniform motion 
towards one goal — GREATER 
PROFITS. 


Be sure you get all the inside in- 
formation from your house on this 
great Edison Monthly Sales Plan. 


*Mazpa—the mark of a research service 


EDISON MAZDA LAMPS 


GENERAL QP ELECTRIC 
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Trade 


highly 


Phone Stuy. 7162 





WIRE CONNECTORS 


THE BETTER KIND 





Give the Contractor 


Just What 
He Wants 


conductive 
Send for samples and price list. 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 


HACKENSACK, N. J. 


General Siles Office 
6+ University Place 


NEW YORK CITY 


A Good 1929 Resolution 


Mark 


Safer, better and quicker connections. 
Save his time on the work and on in- 
spection. No twisting of wires. Strong, 
and permanent. 
Eliminates paste, torch and solder. 














| 2-SUFFICIENT 
MING TOG! 
ANY WHene 





PREVERTS 3.) Prim 





MSIOE PARTS 
oF socKar 











Jobbers— 


ERE is something new!—the 

latest thing in electrical shop 
lights. They are oil, gasoline and 
grease-proof and have absolutely un- 
breakable sockets. There is nothing 
to get out of order on these handy 
and sturdy Glade lights. 


They are offered to you on the 
basis of a strict jobber policy—priced 
to give you a handsome margin of 
profit and to meet competition. List 
Glade Shop Lights in your catalogs. 
Sheets, electros and folders are 
available. Send at once for attrac- 
tive proposition. Get the facts. 


, a Ss cH pe 





IN OESTA UCT IBLE &SHOCKLESS SOC KE 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 














| 








Warner Jones Forms Agency 

Warner Jones, formerly with Gen- 
eral Dry Batteries, Inc., is organizing 
a selling agency to promote the sale 
of electrical materials and merchan- 
dise of all kinds to jobbers in the 
Cleveland territory. Mr. Jones has 
had twenty-five years’ experience in 
the electrical field, calling on both 
industrial and jobber dealer trade. 
For the present Mr. Jones is mak- 
ing his business headquarters at 1063 
Roanoke Rd., Cleveland Heights, 
Cleveland. 

* * * 
Westinghouse Announces 
Reduction In Lamps 

A. E. Allen, vice-president of the 
Westinghouse Lamp Co., has 
nounced a price change affecting two 
types of flashlight miniature Mazda 
lamps and six types of automobile 
lamps, representing approximately 
33-1/3 per cent of the total miniature 
lamp demand. 

* * * 
Chicago-Jefferson 


Appointments 
George H. Krueger and B. F. Shaf- 


fet have been added to the sales force 


an- 


of the Chicago-Jefferson Fuse & Elec- 
tric Co., New York office. 








Arcturus Radio Co., Newark, N. J. 
—-This company recently issued a 
dealer display card. The flashing 
border. and the word “Arcturus” are 
in orange while the sub-head and the 
tube are in blue. It is beautifully 
embossed on an attractive buff card. 


The company itself makes the cards | 
on special machinery which has been | 


installed in the plant. 





Lo |] 





| 












Write for a copy of 
our Electrical Trade 


or 


No. 392 


ORTABLE Plugging Boxes—for 

quickly connecting to a single out. 
let several temporary circuits for lights, 
motors and other electrical devices; ca- 
pacity 50-amperes per circuit. 
Kliegl specialties Jobbers find profitable 
—other items include: 


One of 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


Catalog 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING CO., Inc 


32! West 50th Street 
NEW YORK, N.Y. 





| oe 
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Start the New 
Year Right 


Get Behind This 


Growing Line 





ya) 





The 
“Circle T”’ MAGNETIC 





Combination 
Fusible and Magnetic 





HE new “Circle T” Magnetic Switch made in both “An eee 
e . A.C. Single Phase Polyphase 
Local and Remote Control Types for either standard 110 DHP. s HP. 
self resetting relays or the hand reset type forms a line 220 3 HP. ; Vs HP. 
; of interest to Contractors, Industrials, and Machine Manu $50 as war 











facturers alike. 


This line combines the latest developments in Magnetic- 
Acrosstthe-Line starters for Polyphase A. C. Motors, up to 
and including 10 H. P. at 440 or 550 Volts, (maximum 
rating) which represents a very large and fertile field. 


“Circle T” Magnetic Switches possess a number of new 
and unique features. 


Simultaneous double break contact construction gives an 
exceedingly high interrupting capacity which permits of a 
high rating for a small compact switch. 





Remote Control 
Hand Reset Relays 


One size of Box for all Types—105” long x 714” wide x 
4 11/16” deep. 


Contacts are self aligning and self cleaning, removable for 
replacement in a few seconds. No flexible leads are re- 














quired. Local Control 
Self Resetting Relays 
Make sure your customers are acquainted with this line. Cover Open 
Sold Through Jobbers 
ToeTrumBuit EvectricMrc.ComPaNny 
i Z 2 s 
NEW YORK ay Ie AX CHICAGO 
14 Liberty St. Lue 4 2001WPershing Rd. ~ 
BOSTON PHILADELPHIA. SAN FRANCIS Local Control 
1002 Statler Bldg, Bourse Bidq. 595 ee ge Hand Reset Relays 


ATLANTA 





SAFETY IN POWER CONTROL IS A KEY TO INDUSTRIAL PROGRESS 
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TOP } 


Lamp 


Thefts 


S 

















CeCo to Broadcast all Year 
The CeCo Mfg. Co., Providence, 
ae om 


| Columbia Broadcasting System call- 


program on September 17, on a con- 


/GRIP 
LOCK 
> Socket with 
= outer casing = 
mn removed and GRIF 
Grip - Lock L 
Grip-Lock being at- iii 4 
with insu- tached Ae * ~ 
lated tab and outside 
ring. thread. \ 
/ 

Grip-Lock has an imme- x , 1] 
diate appeal to industrials {\i F 
and other users of lamps [ 
in exposed locations. ta 

Fully 50 per cent of lamp replace- 
ments are occasioned by theft. Grip- 

Lock saves this huge waste. Perfect 





lamps cannot vibrate loose, 


JOBBERS 
WANTED 


East Haven Specialty Co. 


Manufacturers of Grip-Lock Products 


EAST HAVEN, CONN. - - U.S.A. 


contact, 
no arcing or waste of 
Selling Grip- 
Lock is a real service— 
and profitable. 


current. 

















Outstanding 
FEATURES 





Killark ~ Ringing 
Transfon ..1ers 


1. They are approved by the 
Underwriters. 

2. They have been sold for the 
last fourteen years. 

3. More than a million are 
now giving _ satisfactory 
service. 

4. They are absolutely guaran- 
teed. Defective transform- 
ers replaced without charge. 


Manufactured by 


KILLARK 


ELECTRIC MANUFACTURING CO. | 
3940 Easton Ave. St. Louis, Mo. 





| of that experiment have proved so | 


ing for Monday evening programs 
for 52 consecutive weeks. 
The CeCo “Couriers” began their 


tract of a test nature, and the results 


successful that the weekly broadcast- 
ing schedule was decided upon. 
* * * 
Latest Trade Literature 

De Forest Radio Co., Jersey City, 
N. J.—Under the title of “Helpful 
Hints for Better Radio,’ Dr. Lee De- 
has written 
of the 
and 





Forest, an 


of 


be 


entire 
how 


analysis process 
it may 
improved by the individual radio lis- 
The 


The text is most fascinating and in- 


broadcasting 


tener. book contains 32 pages. 


structive, and is written in such terms 
that even the radio beginner can grasp 
its full meaning. “Helpful Hints for 
Better Radio” will be 
requesting 


sent to anyone 
a copy. 

* * & 
Wagner Electric Corp., St. Louis. 
—A new bulletin has just been issued 
covering the present line of RA single 
phase motors, rated at one and one- 


The bulle- 


half horsepower and up. 


has signed a contract with the | 





interesting | 


| tin contains illustrations and descrip- | 


tive matter on every part of the 


motor. 


S. Robert Schwartz & Bro., 


York.—Catalog No. 25, has just been | 
issued on the ‘Esrobert’” line of | 


lamps and shades. It contains 28 
pages of illustrations and descriptive 
matter on these products together 
with a net price list. 


The Reflector & Illuminating Co., 
Chicago.—This company has just re- 
leased a most attractive mailing piece 


New | 


-DISTI — ED HOTEL 


in color on the subject of “A Reflector | 


for Every Lighting Plan.” It is ac- 
companied by a return post card on 


| which interested dealers and contrac- 


tors can request full information on | 


any particular reflector in which they 
are interested. 

* * * 
Detroit— 
| This company has just issued a bulle- 
tin on its “Sirocco” unit heater. This 


American Blower Corp., 


| heater is designed with the require- 
| ments of the industrial plant heating 
| system in mind and the bulletin covers 
_ the story on this subject. 








SUN RAY 


The Hall-merk of display lighting equipment 
FLOODLIGHTS SPOTLIGHTS 


REFLECTORS 


USED IN SHOW-WINDOWS OF 
AMERICA’S BETTER STORES 
Send for jobber’s offer. 


SUN-RAY LIGHTING PRODUCTS, INC. 


119 Lafayette St. 


New York, N. Y. 




















| 
| 








HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
than average toggle bolt. 

First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, IIl. 





~ UCINNA?,. 
cn iy 1 § 














Creating new records and adding 
prestige to Cincinnati's reputa- 
tion for genuine hospitality. 
Modern accommodations at most 
modest prices. Spacious meeting 
rooms, exceptional sample rooms, 
and newly remodeled Roof Gar- 
den offer 20,000 sq. ft. display 
space. Renowned Gibson cui- 
sine—four restaurants. 


1,000 Rooms and Baths 
$3 and upwards 
Write for booklet 








RALPH HITZ. MANAGING DIRFCTOR 
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Yr 


Pick up a length of ‘Central’? Con 
duit—note the clean sharp threads 
Patiae lem aa tacets Mier tale malelc 
is to Then notice the Under 
writer's Label stamped on each 
length and you will immediately 
realize why ‘“‘Central’’ Conduit en 
Tena Mar harelens are cmeel aire | cater cr foolelate 
the leading electrical ontr: 
throughout the country. 


Cru rtRAL TUBE ¢€G, 
First National Bank Building 
PITTSBURGH 


how easy it 
work. 


actors 








To the Big New Features of 


Wiremoud 


New “Master-SizeE” 
up big field of industrial and com- 


Wiremold opens 


mercial installation. Wiremold 
“BeamM-Strap” makes it almost as 
easy to lay wires ’round beams as 
Other new features and 


Send Us 
Your 
Name— 
NOW! 


Get your name 
on our mailing 
list to receive 
“The Wiremold 
Business Build- 
er’ and other 
timely informa- 


SA MPLE tion and _ sales 
KIT helps. 


THE WIREMOLD CO. 
HARTFORD, CONN. 


on surface, 
sales helps. 






FREE 











“~ | 


National Metal Molding Co., Pitts- 
burgh.—This company has just issued 


'an illustrated booklet entitled “The | 
Use of Ovalduct in Office Wiring.” 


‘all 


'that are given to its dealers without | 


The author is C. A. Carpenter, elec- 
} 


trical engineer for Graham, Anderson, 
Probst and White. 
American Flyer Mfg. Co., Chicago. 


—This company has just completed a 


new booklet showing the entire Amer- 


ican Flyer advertising campaign for 
1929, together with reproductions of 


of their new advertising helps 


charge. Most noticeable among the 


new advertising helps are a five-foot 


| window 


streamer and four 
each one having a different message 
to deliver and printed in colors that 
to 


truck banner 


certain attract attention. 
new cloth 


illustrated 


are 
attractively 
and printed in color 
furnished with securely anchored 
gramots so that it can easily be placed 


on delivery 


is 


trucks or on the 
of the building immediately above the 


store entrance. A new window card 


outside | 


shields | 


Al 


beautifully painted in colors is also} 


offered, as well as a new brilliantly 


| colored catalog. 


Kellogg Switchboard & Supply Co., 


|Chicago—This company has issued a 


booklet 
containing illustrations of Kel- 


very attractive on 


line 


|logg receivers and a list giving names, 


addresses and prices of local distrib- 


| utors. 


| trade 


| sorbed the 


| ’ 
Corp., 


* * * 


Temple Absorbs Sleeper 
Of considerable importance to the 
announcement that 
Temple Corp., 


comes the 
the Chicago, has .ab- 
of the 
Radio & Manufacturing Co., 


Island City, New York. 


business 


long prominent in speaker 


its radio | 


Sleeper | 
Long | 
The Temple | 


| 
/manufacturing, joins forces with one | 


of radio’s pioneer set manufacturers. | 


The Sleeper company, in existence 


| practically since the beginning of ra- | 





dio, adds their wide experience and 


knowledge to that of the Temple or- 


ganization and the new combination | 


promises extensive and far reaching 


plans for 1929. These plans are now 
being worked out and will be 
nounced to the trade in the very near 
future. 

Gordon C. Sleeper becomes head of 
the Temple 
Fred W. 
ager. 


sales organization and 


Piper assistant sales man- 


an-| 











sca Ca) QUALITY} Toncany) 


Bell ‘Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord, 


[propucts 





M-26—8 Volt 

T-26—6, 8 and 14 Volt 

aaa for both 3 inch and 4 inch outlet 
x, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


Te ADC? 


(TRANSFORMERS of MERIT for FIFTEEN YEARS }”. 






































These guards are profit 
able items with the jobber 


protected. Keep an 
eye open for lamp guard 
sales. Flexco and Flexco- 
Lok Guard are sold _ every 
day the vear round and 
make satisfied customers. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, 


well 
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SINCE 1895 


Do 
Away With 
Combination 
Plates 


Soe 


Use Stock 


Toggle Gang Plates 
for All Combinations 





Weber Weber Weber No. 49 

Toggle Bulls Convenience We 

Switch Eye Outlet eber 
No. 2550 No. 1713 No. 49 Receptacle 


The above illus- 
tration is only a 
suggestion of the 
advantageous use 
which may be 


made of the new 


No. 49 Weber Re- 


ceptacle. Send for 
sample. 
Soe 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 


BOSTON, MASSACHUSETTS 


mtn, th 
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FOUNDED ON THE BELIEF. THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Raco 


Improved Extended Ears and Lath Support 


The Improved Extended 
Ears are longer and strong- 
er. Made from heavy mf 
vanized steel formed into 
an angle, they will carry a 
heavy strain without bend- 
ing or breaking 





Each Ear has two nail holes and four gaug- 
ing points, which can also be used for nail 
= he These are so spaced that when lined 
up with the edge of the stud, the Box is 
og a and spaced the right distance to al- 
ow for oeadeed trim of 34%4’’, 4/’, 44%", 
or 5’’ width. The pointed projections may 
be driven into the stud to hold the Box 
while nailing 


The Ear is tastened to the body of the Box 
by two screws with large heads, which clamp 
the Ear tight to the he Closed slots in 
the Ears allow adjustment for height. but 
prevent the Ear from falling off when the 
screws are loosened 


Patented 


New Work Switch Boxes with 





The Lath Support isformed 
from heavy metal and is 
clinched to the side of the 
Box. It gives a strong sup- 
port for ba ends of cut eq 
and the rolled edges hold 
their shape and give addi- 
tional stiffness 


Raco Switch Boxes with Extended Ears, and with Extended Ears 
and Lath Support, are covered by U.S. Patents dated Nov. 28, 1916 
and Aug. 24, 1926 owned by the Roach-Appleton Mfg. Co. Other 


patents pending. 


All infringements will be vigorously prosecuted. 


Look for these patent dates on products of licensed manufacturers. 





CHICAGO 
440 N. Kimball Ave. 


Roach- Appleton Mfg. Company 


NEW YORK 
45 Murray Street 
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The story of BUSS Light profits 

















4 beautiful translucent 


parchment-like shades, 


—. Lights that people want 


Jobbers and dealers are making quick profits 
and large volume sales on BUSS Lights be- 
cause they are giving people just exactly what 
they want in the way of individual lights. 

The BUSS Light is the light that twists 
and turns for you instead of your having 
to twist and squirm for it. It is the greatest 
combination of usefulness and beauty that has 
ever been built into a lighting unit. There are 
hundreds of uses for BUSS Light in homes, in 
offices, in shops, in studios and in every branch 
of industry. It may be used as a stand lamp, a 
clamp lamp or a hang lamp. 

Handsome bases and 





beautifully designed 
colorful shades make the wg 
BUSS Light fit into any ( ae 
decorative scheme. It ps ee 
beautifies any spot. PEN 

No wonder people are [| fi ) a 
snapping up BUSS Lights Nh — 
wherever they see them. VAs 


3 types of metal shades 
— 2 bronze, 1 ivory. 





Full Color 
pagesin 
Woman’s 
Home Com- 
panion and 
Pictorial 
Review. 

GS 








lier 


A mans idea of B= 
real light comfort! 













|| Appealing 
ads in the 
| Saturday 
Evening 
Post. 














Made ty the Makers of Buss Fuses 


BUS SMANN MFG. COMPANY, UNIVERSITY AT JEFFERSON, ST. LOUIS, MO. 






Advertising that sells them 


For the past 6 years, BUSS Lights have been advertised 
throughout the United States. This year the advertising is 
more striking than ever. Millions of people are reading 
colorful ads in full pages in Pictorial Review and Woman’s 
Home Companion. Large spaces in black and white are 
used in the Saturday Evening Post to call attention to the 
wide usefulness of the new BUSS Light. 

Practically every worthwhile family in the vicinity of 
every one of your dealers is seeing BUSS Light advertising 
and being sold on BUSS Lights. 


A “‘Quick Sale’? Assortment for you 
—with a new display 

With this assortment of 7 lamps (1 of each model) you 
can get even your small dealers to stock BUSS Lights. 

This assortment includes the new type BUSS Lite-M-Up 
Display Card that can be illuminated to make an unusual- 
ly striking display for counter or window. 

Get your small dealers to buy this assortment (of course, 
the large dealers should buy not less than 24 lamps and get 
the BUSS Electrified Display Stand) then keep them 
pepped up oncontinually displaying BUSS Lights, because 
BUSS Light advertising has already sold people on 
BUSS Lights so that when they see them displayed 
they come in and buy. 


A Buss representative to help you 

A BUSS Light man is always ready to jump in 
and help you on your BUSS Light selling prob- 
lems. He will give you the benefit of his experi- 
ence in getting dealers to order and in keeping 
them interested. He will help you get dealers to 
display and sell BUSS Lights. He will explain 
all ‘‘dealer helps’’ youcan get toserve your trade. 

There is a real profit for the jobber salesman 
in selling BUSS Lights if he will just push them 
and remember that where individual light is 
needed, the BUSS will fit. 














































THIS ISTHE HANOIEST EXTENSION 
CORD YOU COULD OwN, IT RUNS 
RIGHT UNDER THE RUG.IT'S 


SAFE TOO ANO 

DOESN'T WEAR J( THATS SURELY 
BETTER THAN TO 

STRING LAMP CORD 





SAY! JANE. WE ISNT THAT SS LOOK'NAN. SEE THIS Coro 
DONT HAVE To WIRE )\/ FINE. JACK. ITS \ (JACK GOT FOR ME. IT RUNS 
AROUND THIS RUG, /|SOFT AND WONT RIGHT UNDER THE RUG 
THIS BELDEN FLOOR ) \WEAR THE RUG/ NISNT tT NEAT ay 

CORD GOES RIGHT EA 
. SANE. \'M GOING TO 
UNDER IT GET ONE OF THOSE | 
s FOR OUR LIVING 

(200M 










































Capitalize the Great Popularity 
of the Belden Floor Cord! 


Think of it! Here is a cord that runs under the rug and 
provides outlets just where they are needed. It is abso- 
lutely safe and the soft pliable rubber insulation will not 
wear the rug. It is easy to install; no tools 
are required. 

















“Just what I need,” is the first exclamation 
of thousands of housewives when they see 
the Belden Floor Cord. “We will have to 
have two of them,” is what others say. 
Every cord in service advertises their utility. 









This convenient floor cord sells on sight! 
Dealers everywhere find it a drawing 
card that not only sells well, but by 
making quick installation easy helps 
sell other electrical appliances. 








Three More Belden Items as 
hat ke profits £ deal Tell dealers about the remarkable 
Saat ae prorits ror Gealers sales possibilities of the Belden Floor 


Cord. Ask them to display these floor 
cords in their windows. It is a sure 
way to boost your sales. 


Mail This 
















“ 
2m Coupon 
Belden Tuffer The Belden 10-Ft.Appli- The Belden Jr. Cordlite = ae 
Replacement Cords ance Extension Cordhas has a Belden Safety = aie 

for washing machines a neat browncord,aBel- Handle Socket, attractive 232 Man led Rg, ey 
and appliancesare equip- den Floor-Type Outlet, Beldenlac Cord, and an | +4 s. ie ay 
ped with the Belden Soft and an Unbreakable Bel- Unbreakable Belden Soft fq Se thee 
Rubber Plug (Listed as den Soft Rubber Plug Rubber Plug (Listed as oO, Ming feER A Com har r | 
standardby Under. (Listed as standard by standard by Under- Seng is, *e., 





writers). Underwriters). writers). 
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Portrait 


of a 


Contractor 


Genuine Bronze 
= 
Richly Embossed 
Ne 
Designed to Save 
Workmen’sTime 
in Installing 
=~ 
Priced Same as 
a Good Grade of 
Brass Fixture 
~~ 
With PLENTY of 
Profit for You 


Write for 
Bulletin 1900 


who has just 
discovered the 


$in “Red $pot” 











-eepear SIs: 


I never realized how much easy profit I could 
make on store-RE-lighting work until a jobber’s 
salesman induced me to try to sell “Red Spot” 
Hangers .... Now the jobs keep coming in.” 








A slump in building doesn’t affect this 
kind of business. Stores, offices, display 
rooms, factory offices — these jobs - 
; 
can be sold any time and at a * 
good profit with “Red Spot” e/g 
material made by os 
wy my 


Wak efiel 


@ ee ; o 
ao a co™ 


y ; 

















